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National Board Ready 
To Move Immediately 
If Hurricane Strikes 


Insurance Agents, Companies, Ad- 
justers, Fieldmen Organized for 
Speedy Handling of Claims 


SHERWOOD TELLS AGENTS 


Asst. General Manager, NBFU, 
Outlines Procedures for Agents to 
Follow After Storm Strikes 





Miami, Fla., July 15: The nation is 
entering tthe 1959 hurricane and wind- 
storm with insurance 
men organized for speedy thandling of 
damage claims, Donald B. Sherwood, 
assistant general manager of the Na- 
tional Board of Fire Underwriters, said 
today. Addressing the Greater Miami 
Insurance Board at its catas- 
trophe program meeting, Mr. Sherwood 
said that should a crippling storm strike 
anywhere in the United States, the Na- 
tional Board is ready to move into the 
area immediately with its well-perfected 
catastrophe plan. 


Value of Catastrophe Plan 


season property 


annual 


“Many have not experienced condi- 
tions as they exist during and immedi- 
ately following a disaster that within a 
matter of an hour or two results in 
literally thousands of losses that, of 
course, require prompt, fair, intelligent 
and orderly handling,” Mr. Sherwood 
said. 

“Since 1950 we have found ourselves in 
disaster situations in widely separated 
parts of the country. In many of these 
areas our work has been facilitated by 
the activities of fieldmen and _ local 
agents’ associations who have reviewed 
our catastrophe plan and_ established 
various committees to act in the event 
ot an emergency. 

“Unlike a hurricane where the path 
of the storm is charted by the Weather 
Bureau, thus giving considerable ad- 
vance notice as to the probable direc- 
tion and intensity, no such warning is 
similarly available in respect to a severe 
windstorm, hailstorm or tornado.” 

Mr. Sherwood said that when a catas- 
trophic storm is over, and when some 
preliminary estimate of damage and the 
area involved thas been ascertained, the 
board can perform a most useful service 
by getting in touch with newspapers and 
radio and television stations. It can 
point out to them, among other things, 
that the stock fire insurance companies 
are in close touch with the situation, 
additional adjusters are already enroute 
and that every effort will be made by 
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Telephone: Digby 9-1800 
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Member of the New York City Insurance Agents Assn., Inc. 

















Specialists in Health Insurance 


SMALL GROUPS 
INDIVIDUAL AND FAMILY 
HOSPITAL - MEDICAL - SURGICAL 
LOSS OF TIME 


GUARANTEED RENEWABLE 
"MAJOR" COVERAGE 
OVER-AGE PLANS 


Complete Local Service 


ALL HOME OFFICE FUNCTIONS 
POLICY ISSUANCE CLAIM PAYMENT 


AMERICAN HEALTH 


INSURANCE CORPORATION 


NEW JERSEY STATE OFFICE 


60 Park Pl., Newark, N. J. 
TEL. MArket 2-2888 


E. D. LISTER 
State Manager 


"HERB" GRAY 


Service Manager 


"LET US BE YOUR A & H DEPARTMENT" 
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Gulf Life Of Florida 
Murchison Bros. Buy 


“Working Control” Of 


Dallas Oil Industrialists Add Jack- 
sonville Company to Already 
Large Life Interests 


WHAT OTHER HOLDINGS ARE 





Life Companies Inc. Owns Atlantic 
Life and Lamar Life; Life & 
Casualty Co. Situation 





Jacksonville—Murchison Brothers of 
Dallas, oil industrialists who already have 
large life company stock holdings, have 
16.3% 


of this city, involving 358,701 shares at 


bought of the stock of Gulf Life 
a reported price of $37.50 a share for a 
total of $13.5 Presideut M. 


Stanley Niehaus of Gulf Life said this 


million. 


was the largest single block of the stock 
and constitute “working control” of the 
company. Murchison representatives are 
expected to be elected to the board of 
directors at next month’s meeting. 
Some of the details of the transaction 
were disclosed by John D. Murchison. 
While about 
volved the 


125 stockholders were in 
bulk of the 
quired from Sumter Lowry of Tampa, 
R. S. Dickson, Sr, of Charlotte, N. C. 
and members of the Phillips family which 
founded Gulf Life in 1911. 

In 1953 the Phillips family sold con 
trolling stock interest to a group of in- 
vestment bankers 
distribution through investment houses 
country. 


stock was ac 


who made a _ public 


throughout the 
Other Murchison Life Company Hoidings 


John D. Murchison is president of Life 
Companies, Inc. of Richmond, a holding 
company which owns control of Atlantic 
Life of Lamar Life of 
Jackson, 


Richmond and 

Miss. The 
have Texas insurance interests. 

Last year the Murchisons were re- 
ported to ‘have contracted to buy a sub- 
stantial interest in the Life & Casualty 
Co. of Tennessee representing a reputed 
investment of $40 million. 
of the stock was held under trusteeship 


Murchisons also 


Because some 


under a will, litigation resulted which is 


now before the Tennessee Supreme 
Court. 
Gulf Life writes standard forms of 


Ordinary Life insurance and individual 
annuities, Group life, accident and health 
Industrial Life, 


insurance and sickness 


and accident. 


Other Interests 


John D. Murchison, his brother Clint 
W. Murchison, Jr. and itheir father C. 
W. Murchison, Sr., have vast oil inter- 
ests as well as business enterprises in 
U. S., Central and South America. 
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“No wonder I like to sell John Hancock’’ 
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He can count on friendly acceptance 





throughout the community 


It’s much pleasanter to do business where you’re met with 
a friendly welcome. And it’s much easier when people rec- 
ognize and respect the company you represent. 


This is one of the nice things about selling for John Hancock. 
The outstanding reputation of the company, strengthened 
by its famous national advertising, makes many friends for 
the John Hancock man even before he meets them. 


Besides this, the new Signature Series enables him to offer 
prospects the most advanced types of modern life insurance 
protection — policies which meet every individual need. In 
addition, he can also offer a full range of Personal Health 
insurance and Group Life, Accident and Health coverages. 


This is part of what it means to sell John Hancock: up-to- 
date coverages and friendly acceptance in the community. 
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CONFERENCE IN ADVANCED MANAGEMENT 


45 Metropolitan Lif a of oe Meet in P. rinceton 
i yo Wels fo Improve Managerial Tachniques and 
Understanding; Thadevatovs Voted in University and Business Arita 


By CLARENCE AXMAN 


At Nassau Inn, adjoining the campus 
of Princeton University, 45 executives 
of ‘Metropolitan Life on June 22 began 
attendance at an Advanced Management 
Conference which the comnany had in- 
augurated this Summer. The Confer- 
ence lasted three weeks. 





F. W. Ecker Calls Education 


A Continuing Process 





FREDERIC W. ECKER 


In closing the first session of the 
Metropolitan’s Advanced Management 
Conference on Friday, July 10, Frederic 
W. Ecker, company president, impressed 
upon the group of executives the impor- 
tance of keeping in tune with country- 
wide and world-wide developments. “Our 
business has been truly characterized 
asa “sacred trust,” he said. “It thas 
responsibilities that run far beyond those 
of business generally. We must con- 
tinue to be prepared to meet these re- 
sponsibilities.” 

Mr. Ecker said that the company’s 
progress would continue to make increas- 
ing demands on the knowledge and cap- 
abilities of such management groups in 
developing a constant flow of new ideas 
and in finding better ways to do the 
work. “We are living in one of the most 
fascinating eras of history,” he said, 
with rapid advances in methods and 
equipment making unprecedented calls 
upon management skills. More than 
ever before education must be a con- 
tinuing process. People can be old when 
they are 35 or 40 if they stop learning, 
or young in their 90’s if they don’t.” 
_ Emphasizing the importance of keep- 
ing abreast of the social and economic 
atmosphere in which business operates 
Mr. Ecker expressed the hope that the 
conferees’ appetites had been whetted 
to go on acquiring new knowledge and 
skills—and also to pass their knowledge 
and skills on to those working under 
their direction, 


The conferees were officers of the 
company, members of administrative 
personnel and some others from upper 
management. The company in this in- 
novation is inviting members of man- 
agement from the upper levels rather 
than the representatives in lower eche- 
lons. It was convinced that they would 
return to their desks with new concep- 
tions of management methods, based on 
the experience and knowledge they would 
receive in the Princeton Conferenice 
which later would be communicated to 
their asscciates. 


Faculty of Noted Men 


Starting off each session of the Con- 
ference was a leader who is a _ noted 
person in such fields as college and uni- 
versity faculties, American industry or 
in management. Also each day the Con- 
ference was addressed by a senior officer 
of the company, including President 
Frederic W. Ecker and Executive Vice 
President Cecil J. North, formerly head 
of the field management division. 

The 45 conferees were immediately 
and enthusiasticaily impressed. They 
recognized they were being given a 
golden opportunity to compress in a 
limited period an exceptional picture 
of management, how it can be improved, 
what the world outside insurance is doing 
in management procedures and also find- 
ing themselves in close companionship 
for three weeks with men of their own 
company occupying similar position’s but 
sometimes having little opportunity to 
meet, except on occasion, until they came 
to Princeton. Furthermore, there was 
the advantage presented of asking direct 
questions of some of Metropolitan 
Life’s leading executives in a number of 
the company’s most important divisions. 

For all of these reasons the conferees 
found themselves engaged in a closely 
packed program with all day meetings, 
considerable night study and_ scarcely 
any time for diversions. A similar con- 
ference at the same Inn will begin on 
August 10, also running for three weeks. 


Objectives of Conference 


The Conference is an outgrowth of 
the fact that in today’s dynamic econ- 
omy meeting the growing need for well 
rounded executives, equipped with the 
most modern ideas of management, is a 





SOME MEMBERS OF PRINCETON GROUP—Left to Right, Standing: 
Charles B. Haverin, third vice president, perscnnel; Karl H. Kreder, second vice 
president, personnel; Lawrence W. Jackson, administrator of courses, field training. 
Sitting: Elles M. Derby, administrative assistant, personnel; Lloyd Stearns, execu- 
tive assistant, office of the executive vice president; Robert W. Ernsdorff, assistant 
vice president, Canadian head office; Dr. Thomas J. Luck, Conference advisor; 
Charles F. Bahlke, staff supervisor, field personnel; William L. Hobson, staff super- 
visor, field management; Chester L. Fisher, Jr., assistant vice president and assistant 
to the president; Samuel G. Kulman, manager service procedures, debit insurance 
administration; Robert B. Finkle, research associate, personnel, 


requisite for continuing success. Metro- 
politan’s advanced management confer- 
ence was designed to lhelp its manage- 
ment meet this challenge. 

The major objectives of the school 
are thus described by the company: 


To give the members of upper man- 
agement an opportunity ‘to get better 
acquainted with their counterparts in 
other divisions and to develop a 
keener spirit of team iplay in the 
‘home office. 

To give upper management a better 
picture of the operation of the entire 
company to add to the intimate 
knowledge they now have of their 
own division. 

To present a broad perspective of 
today’s economic, social anid political 
atomsphere to the end that manage- 





A Typical Day at the Advanced Management Conference 


The topic of the day is business or- 
ganization. As homework the evening 
before, the conference had reviewed a 
multi-paged Case Study of the organiza- 
tion of one company, as prepared by the 
Harvard Business School. The confer- 
ees had also studied three selected chap- 
ters of one of their five formal text 
books, “Principles of Management,” by 
George R. Terry, Ph.D., of the School of 
Commerce, Northwestern University 
(Richard D. Irvin, Inc., 1956) plus two 
supplementary reading briefs, and an op- 
tional section of another of their text 
books. 

8:30 am. Dr. Terry discussed the 
techniques and philosophy of business 
organization. A  question-and-answer 
discussion followed. 


10 o’clock. The group divided into four 
segments, each with an appointed chair- 
man and secretary, for a detailed dis- 
cussion of the assigned ‘Case Study. 

11:45 o’clock. The complete group 
came together again in the main meet- 
ing room to hear the secretary of each 
of the four discussion groups present the 
individual group’s recommendations. Dr. 
Terry led a general, critical discussion 
of the recommendations. 

2 o'clock. Following luncheon, William 
J. Barrett, company secretary, presented 
a detailed  slide-illustrated discussion 
of the organization of the Metropolitan 
Life. This gave direct application to 
many of the principles discussed by Dr. 
Terry in the morning and exemplified 
by ithe organization studied in the case 
problem. 


and decision-making 
place within a modern 


ment planning 
will take 
framework, 
To present a series of simulated ex- 
periences with the problems of ad- 
ministrative action; the problems of 
planning, organizing, directing, and 
controlling as they appear in Metro- 
politan, to the end that those at- 
tending will gain understanding of 
the interrelation of these actions. 


The objectives were met. The Con- 
ference proved to be a combination of 
inspirational addresses, academic educa- 
tion and practical application of ideas 
which the college faculty members, those 
from industry and from the company’s 
own top executive ranks could project. 
There were 19 of the speakers from out- 
side of the insurance industry many with 
national reputations. 


Home Office Speakers 
Director of the Conference was Karl 
H. Kreder, second vice president of the 
company, formerly in charge of the com- 
pany’s field training program. Among 
those from the company who addressed 
the conferees in addition to Messrs. 
Ecker, North and Kreder, were: 
Edwin C. McDonald, vice 
Group insurance, 
Charles G. Dougherty, vice president, 
insurance and public relations. 
Gilbert W. Fitzhugh, vice president, 
planning and development. 
Joseph J. Clair, comptroller. 
Douglas S. Craig, vice president, 
Ordinary and Industrial, 
William J. Barrett, secretary. 
Glen J. Spahn, second vice president— 
field management. 
Rogers Maynard, second vice presi- 
dent—field management. 


president- 
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Your clients are entitled to the finest 
in life insurance protection, at low cost, 
CUSTOM-TAILORED to fit their needs. 
Whether it’s term or permanent—indi- 
vidual or group—let us tell you about 
CANADA LIFE’S wide range of plans. 
The rates are low and they’re easy-to- 
sell. Why not give me a ring today? 


JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


 CanapA LIFE 


Cflesurance Company 








Raymond F. Killian, second vice presi- 
dent,—aiccident and health. 

George P. Jenkins, third vice president, 
—investments. 

Faculty Leaders 

The faculty for the Conference in- 
cluded these leading academic and busi- 
ness leaders: 

Howard H. Aiken, director of the 
computational laboratory, Harvard Uni- 
versity. 

Lawrence A. Appley, president, Ameri- 
can Management Association. 

Marver H. Bernstein, professor of poli- 
tics, Princeton University. 

Robert P. Brecht, professor of indus- 
try, Wharton School of Finance, Uni- 
versity of Pennsylvania. 

Billy E. Goetz, professor of industrial 
management, School of Industrial Man- 
agement, Massachusetts Institute of 
Technology. 

James Hayes, dean of the School of 
Business Administration, Duquesne Uni- 
versity. 

Ralph G. Nichols, professor of rhetoric, 
University of Minnesota. 

O. A. Ohmann, director of manage- 
ment development, Standard Oil Com- 
pany of Ohio. 

J. Lewis Powell, Office of the Secre- 
tarv of Defense. 

William Prentice, dean and professor 
of psychology, Swarthmore College. 

E. T. Raney, professor of management, 
Wavne State University. 

Alfred L. Seelye, dean of the College 
of Business and Public Administration, 
Michigan State University. 

Paul J. Strayer, associate professor of 
economies, Princeton University. 

George R. Terry, professor of man- 
agement, Graduate School of Business 
Administration, Northwestern University. 

Willis J. Winn, dean, Wharton School 
of Finance, University of Pennsylvania. 

The group of Metropolitan representa- 
tives attending the three weeks confer- 
ence in Princeton elected as its perma- 
nent chairman Jerome V. Leary, assist- 
ant vice president of the company. 





Neal E. Fitzpatrick has been appointed 
brokerage manager in Occidental Life 
of California’s Hartford branch office. 
Ile formerly was with Phoenix Mutual 
in Hartford for five years. 


Cecil J. North (left), executive vice president, Metropolitan Life, and Karl H. 
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Kreder, second vice president, and director of the management conference. 


Conference Procedure 

Generally speaking, the daily program 
followed a standard pa'ttern. Each day 
opened with a talk on the topic of the 
day delivered by a faculty leader, thus 
laying the groundwork for the entire 
day. In this talk he presented up-to-date 
thinking in one area of management re- 
sponsibility. At its conclusion there was 
a short recess. 

Those participating then separated into 
four discussion groups. These groups 
met in a room equipped with blackboard, 
conference pads and visual aids necessary 
for the discussion. A chairman and sec- 
retary were appointed for each group 
and these assignments rotated so that 
during the conference each participant 
would serve in each capacity at least 
once. Each discussion group spent the 
balance of the morning discussing a 
comprehensive case problem within the 
framework of discussion of the day’s 
topic. Specific questions were posed 
arising from the case under discussion. 
Each group arrived at conclusions. There 
then followed a general session under 
the faculty leader. 


During this session the secretary of 
each group reported his conclusions to 
the main group. Under the guidance of 
the faculty leader the conclusions were 
considered, reconciled when at varianice 
and added to as the leader drew addi- 
tional conclusions from those assembled. 
This part of the conference was possibly 
the most important since it was there 
that the impact of the topic of the day 
became clear and dynamic. In bringing 
the session to a close the faculty leader 
summarized the principles developed by 
the conferees. 

Next, the conference met again to hear 
from an officer of Metropolitan speaking 
either on the application of the topic of 
the day to company operations, or on a 
company activity of general interest and 
value to the conferees. Each of the talks 
was followed by a general discussion. 


Evening Studies 


Each evening was spent in preparation 
for the following day. Case studies and 
supplementary reading—generally from 
a set of five books given to each student 
were assigned for this purpose. An op- 
portunity was provided for those at- 
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Ask M. L. CAMPS AGENCY 


about 


JOHN HANCOCK’S 1959 DIVIDENDS 


NEW TOTAL DIVIDENDS TO BE PAID 
——— _IN 1959 INCREASED BY MORE 
THAN 10% OVER 1958 


Call us for Full Sn formation 


ABE EISEN, C.L.U. 
GEORGE CUSHMAN, JR. 

OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 
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tending to meet informal!y with facuity # 
leaders and company officers as well a @ 
company conferees. Assignment oj § 
rooms in the Inn and assignment to a ® 
discussion group were plenned to afford & 
the greatest possible mixing of person. @ 
nel. In this way those attending had ful] 9 
opportunity to meet and work with those 7 
not usually associated with them. The 
conferees were there to absorb informa- 2] 
tion and by and large 4 to 5 hours e 
an evening were spent in the reading E 
course to get prepared for the next day | 
An Example bi 

There was considerable variety in the 
cases under discussicn. It might be / 
manufacturing company, a life insurance | 
company, a baking establishment, a paner 
company. Each had enough managerial 
problems which could be handled in van. 
ous ways. What was the best way in 
each case was what the forums were! 
designed to bring out, each conferee! 
being expected to offer his own individ. 
ual view. The forums partook somewhat |” 

of the pattern used at Harvard School 
of Business and similar graduate busi. 
ness schools. Pe] 
On the day I attended the Conference) 
Tames Hayes, dean cif the School of) 
Business Administration, Duquesne Uni 
versitv, one of the outstanding busines; 
schools, was moderator. Handling the 
forum with good humor and wit, he is 
a master in ascertaining what is in a) 
conferee’s mind and bringing this ov 
The session I attended was devoted t 
the subject of communications. The Con.) 
ferees were much impressed by alll of the) 
speakers. 
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A. E. THYSELIUS DIES 


Hooper-Holmes Bureau Vice President 
Ill for Three Months; 37 Years 
With Company 
Albert E. Tihyselius, vice president oi) 
The Hooper-Holmes Bureau, Inc. oj) 
Morristown, N. J., died July 13 after 2 
three month illness. Mr. Thyselius) 
grandson of Carl J. Thyselius, forme 
prime minister of Sweden, was born in 
New York. He served with the 7 
Infantry on the Mexican Border in 191: 
and also in World War I. He joined 
Hooper-Holmes in 1922, and two year 
later became manager of the Newari 
office. In 1924 he was transferred to the) 
executive office, was later appointed a.) 
sistant vice president and in December 
1951, became vice president. 


Mr. Thyselius was a member of th 
Essex Fells Country Club, the Down) 
town Club of Newark, ithe Insurance Sof 
ciety of New York, the Home Office Lift 
Underwriters Association, the Casua 
& Surety Club of New York, the Ac 
dent & Health Club of New York, ati 
the New York Athletic Club. He was ex)” 
ecutive vice president of the Grani 
Jurors Association of Morris County)” 
past president of the Springbrook Cour 
try Club, member of the American Le 
gion, Knights of Columbus, the Madison 
Elks and an officer in The Old Guarly” 
of New York City. 

Funeral services were conducted ye) 
terday (July 16) at St. Vincent’s Church) 
Madison. Burial was in St. Vincent! 
Cemetery. : 

Mr. Thyselius is survived by his wilt) 
a son and daughter. 





BANKERS NATIONAL GAINS 

3ankers National Life reported an #@ 
time high record for the month °F 
April with a 71% increase in paid-f 
Ordinary life insurance this year, ¢@ 
the same month in 1958. New paid-i'® 
Ordinary business for the first {oj 
months of 1959 totalled $18,614,119, a 2”) 
increase over the first four months “J 
1958. 

Total new business including Grol 
equalled $34,024,870 compared to $29,216 
792 for the same period last year. 

Total insurance in force at the 
of April amounted to $552,150,289, % 
increase of $21,371,831 since the first ® 
the year. 
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Henry F. Rood Chairman 
Advisory Tax Committee 


A joint committee to deal with ques- 
tions arising out of the interpretation 
of the new law taxing life insurance com- 
panies has been appointed by the presi- 
dents of the Life Insurers Conference, 
the American Life Convention and the 
Life Insurance Association of America. 

One of the reasons for the organization 
of the committee is that the U. S. Treas- 
ury Department, which is now preparing 
the tax return form and the interpreta- 
tion of the statute, has already asked 
the Washington staffs of life insurance 
associations to assist by pointing up the 
various questions that should be con- 
sidered. 

Specifically, the function of the com- 
mittee is “to assist and advise the staff 
(1) in the consideration of questions 
dealing with the interpretation of the 
new company Federal Income Tax Law, 
(2) in coordinating and considering such 
questions as may be raised by member 
companies and (3) in consulting with 
the Treasury concerning the solution of 
such questions.” 

Chairman of the Advisory Committee 
on Interpretation of Company Federal 
Income Tax Law is Henry F. Rood, sen- 
ior vice president of Lincoln National 
Life. Other committee members are: 
R. F. Aranow, tax attorney, Continental 
Assurance; Henry B. Armstrong, attor- 
ney, The Travelers; John Barker, Jr., 
vice president and general counsel, New 
England Life; B. Franklin Blair, actu- 
ary, Provident Mutual Life; William 
Chodorcoff, vice president and comptrol- 
ler, The Prudential; C. G. Groeschell, 
comptroller, Northwestern Mutual Life; 
Norman M. Hughes, vice president and 
chief actuary, National Life and Acci- 
dent; Paul E. Martin, administrative vice 
president, Ohio National Life; William 
R. Shands, vice president and general 
counsel, Life Company of Virginia. 

The committee held its first meeting 
re Washington, D. C. on Tuesday, July 
4, 





Midland Mutual Introduces 


Guaranteed Purchase Option 


A new guaranteed purchase option pro- 
viding insured insurability for amounts 
up to $60,000 was introduced to the field 
force of Midland Mutual Life at three 
recently-held regional conventions. 

Midland Mutual’s GPO guarantees a 
policyowner the right to purchase as 
much as $10,000 of additional insurance 
at each of specified option dates, regard- 
less of health or other factors affecting 
insurability. The option dates are the 
anniversary dates of the basic policy 
nearest attained ages 25, 28, 31, 34, 37 
and 40. The option rider will be issued 
at ages 0-35 and will be attached to any 
new life or endowment policy of $5,000 
or more. The option amount will be 
$10,000 or the face amount of the basic 
policy, whichever is less. 

The GPO will also be attached to one 
unit or more of the company’s fore- 
sightor plan, which is issued at ages 0-14 
and under which $1,000 of initial face 
amount increases to $5,000 at age 21. 

To merchandise the new benefit, Mid- 
land Mutual has developed a GPO sales 
kit which includes an illustrator of pro- 
posal form and descriptive literature. 





C. R. Good Named Editor 


Bankers Life of Nebraska announced 
the appointment of Conrad Good as edi- 
tor of its two company publications, the 
Sower and Lifeline, 

_A 1957 graduate of the University of 
Nebraska School of Journalism, Mr. 
Good goes to Bankers Life from Denver, 
Where he was an advertising staff mem- 
ber with Safeway Stores, Inc. 

In addition to editing the field and 
ome office company publications, his 
duties at Bankers Life include the co- 
ordination of printing, and promoting 
the company’s direct mail and merchan- 
ise programs. 


Piliere District Manager 


For Mallon and Curran 
Appointment of F. Robert Piliere as 
district manager in Rockland County 
has been announced by E. Lloyd Mallon, 
CLU, and Robert I. Curran, Jr., general 
agents for Massachusetts Mutual Life 
at 630 Third Ave., New York City. 

Mr. Piliere is a native of New York 
City and an alumnus of Seton Hall Uni- 
versity. Before joining Massachusetts 
Mutual, he was a district manager for 
the Guardian Life. An Air Force veteran, 
he is a member of the National As- 
sociation of Life Underwriters and the 
Rotary Club. 





Sun Life of Canada Changes 


Sun Life Assurance Co. of Canada has 
made managerial changes in the Eastern 
United States Division of the company. 

Gwil Evans has been appointed branch 
manager at Atlanta, succeeding D. W. 
Connell who is returning to personal 
production. Mr. Evans has been branch 
manager at Grand Rapids, Mich. and is 
being succeeded there by Eugene T. 
LaCroix, formerly district supervisor in 
Lansing. Ab Neufeld, former district 
supervisor at Calgary, has been made 
branch manager at Columbus, Ohio. 





New York 38. 





ATTENTION OFFICERS 


Investing money in mortgages? Life insurance plus mortgages can increase 
your ordinary sales production by 25%. Man with proven extraordinary experience 
in management and sales desires career to head and install operation for you. 
Member of MDRT. Write Box 2713, The Eastern Underwriter, 93 Nassau Street, 








Union Central Life Names 
Williams in Birmingham 

Frank W. Williams, CLU, well-known 
Birmingham, Ala. life insurance man, 
has been named manager of the Birming- 
ham Agency of Union Central Life, 
Executive Vice President Harold P. 
Winter, CLU, of the Cincinnati 
pany has announced, He succeeds L. R. 
McGauly who is retiring at his own re- 
quest as manager in order to concen- 
trate on personal production. 

Mr. Williams thas been a successful 
personal producer and division manager 
of The Prudential in the Birmingham 
area for ‘tthe past nine years. Born in 
Cornersville, Tenn., he attended the 


Huntsville (Ala.) High School and the 
Gulf Coast Military Academy, Gulfport, 


com- 


CLUs to Hear Coffin 


Chancellor Vincent B. Coffin of Uni- 
versity of Hartford will deliver the prin- 
cipal address at the 32nd annual con- 
finement exercises of American College 
of Life Underwriters in Philadelphia 
September 23. 





Miss., from which he graduated in 1936. 
After two years at Vanderbilt Univer- 
sity, Nashville, he received an appoint- 
ment to the United States Military 
Academy at West Point and was grad- 
uated as a second lieutenant in 1942, 

He served in the Army with the field 
Artillery and saw duty in the European 
Theater from September 1944 to No- 
vember 1946, earning the European Rib- 
bon with two battle stars, the Bronze 
Star and the Army Commendation Rib- 
bon. After the war he continued in the 
Army until 1948 when he retired with 
the rank of major, 
















New Business Insurance Tools 


The Lincoln National man is solidly in the business insurance market, 


thanks to his new up-to-date Business Security Forecast. 


Introduced to LNL's field management people at 5-day regional semi- 
nars, the Business Security Forecast material covers every kind of business 


insurance and deals with A&S as well as Life situations. 


Lincoln National's new Business Security Fore- 
cast is another reason for our proud claim that 


LNL is geared to help its field men. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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Wm. J. Bird Made V. P. 
John Hancock Mutual 


IS SENIOR OFFICER IN WEST 
Executive Vice ‘President of Greater 
Boston Chamber Will Join 
Company October 1 





Boston—William J. Bird, executive vice 
president of Greater Boston Chamber of 
Commerce, has been elected Western 
vice president of John Hancock Mutual 
Life, it was announced by Byron K. 
Elliott, president of the company. 

Mr. Bird will be the senior officer in 
twelve western states, including Alaska 





Fabian Bachrach 
WILLIAM J. BIRD 


and Hawaii. He will join the company 
on October 1, and spend the greater part 
of the following three months at tthe 
home Ovfice observing the multiple oper- 
ations of the John Hancock. He will 
establish residence in California, and 
make his business headquarters at the 
company’s new Western Office Building, 
now nearing completion in downtown 
San Francisco. 

A recognized national leader in Cham- 
ber of Commerce affairs, Mr. Bird was 
formerly manager of external affairs 
for the Chamber of Commerce of U. S., 
and is widely known as a speaker on cur- 
rent national and community affairs. He 
is a former editor of The Journal, na- 
tional publication of the American Cham- 
ber of Commerce Executives, and cur- 
rently serves as publisher of the Boston 
Chamber’s Greater Boston Business 
Magazine. 

In his four-year tenure as chief execu- 
tive of the Greater Boston Chamber, Mr. 
Bird brought the organization tto prom- 
inence as one of the country’s most ef- 
fective local Chambers of Commerce. He 
has been particularly successful in more 
than doubling the Chamber’s financial in- 
come and welding Boston’s business 
leadership into a constructive and influ- 
ential voice for economic growth. 

Mr. Bird is also consultant to the 
Greater Boston Economic Study Com- 
mittee, and is a member of the executive 
committee of the 100-man Committee for 
Civic Progress. 

Nationally, he is a member of the 
Board of Regents of Institute for Or- 
ganization Management, and is a member 
of the Speaker’s Bureau of the National 
Sales Executives Club. 

Widely-traveled, Mr. Bird is a native 
of Missouri and a graduate of University 
of Nebraska. He began his career as a 
newspaper writer and radio newscaster. 
During World War II, he served with 
the U. S. Army Air Force, and became 
director of training and operations at 
Brooks Army Air Field in San Antonio. 


NEW POST FOR JOS. A. MAYO 


Appointed Vice President of Seaboard 
Life in Charge of Agencies; 
His Background 

Joseph A. Mayo has been appointed 
vice president of Seaboard Life, Miami, 
to direct agency operations. Before go- 
ing with Seaboard he was regional Group 
executive for Mutual of Omaha, United 
Benefit Life and Companion Life of New 
York. In World War II he was an Army 
Air Force major. Before the war he was 
a general insurance broker, specializing 
in Group and life insurance. From 1946 
to 1949 he was an associate agency man- 
ager. 

Mr. Mayo studied social science at 
St. Joseph’s College, Philadelphia; busi- 
ness law at Villanova University; insur- 
ance and business at Wharton School; 
and vocational guidance and psychology 
at University of Pennsylvania. 





Following the war, he spent several 
years in local Chamber management, 
later was appointed Southwestern Di- 
vision Manager of the National Chamber 
in Dallas, and then became its manager 
of external affairs, one of three top ad- 
ministrative positions in that organiza- 
tion. 
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Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








O’TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1946 
220-02 Hempstead Avenue 





QUEENS VILLAGE 29, NEW YORK 





RIGHT ROAD 


Equitable Life 





Important among the vast number of sales aids made 
available by the Equitable Life of Iowa is its Direct 
Mail program. Accorded an award by the Life 


Advertisers Association, and successfully proved in 
the field, this program is one more valuable help 

to the Career Life Underwriter along the 

RIGHT ROAD to profitable selling. 


LIFE INSURANCE COMPANY OF IOWA 





BROKERAGE CONSULTANTS 

Connecticut General Life announced the 
appointments of seven brokerage con- 
sultants. 

They are Arnold W. Borley at the 
Chicago brokerage agency; Walter C. 
Duemer, Cleveland; John A. Freeman, 
Memphis; Thomas V. Hunter, Jr., Los 
Angeles; John M. Kelsey at the Madi- 
son Avenue, New York City, office; 
David G. O’Brien, Boston; and Nicholas 
Shundich, Cincinnati, 
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FOUNDED IN 1867 IN DES MOINES 
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OUTSTANDING LIFE and 
A & H Opportunities 
$17,000 - $7,500 


East—H. O. Group Sales Mgr. $17,000 
South—Life-H. O. Gen. Mgr. $15,000 
South—Life Agency Director $14,000 


East & M. West—A&H Dept. 
Administrators $14,000-$ 7,500 


M. West—Life-A&H Accountant $ 9,000 
West Coast—A&H Underwriter $ 8,500 
Various—Group Underwriters $ 7,500 


Very extensive selection of positions 
available throughout the country for 
men with two years and up Life-A & S 
experience. 

A postal card will bring "HOW WE 
OPERATE." No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














Assistant Medical Director 


DR. WALTER A. REITER, JR. 


Walter A. Reiter, Jr.. M.D., has been 
appointed assistant medical director for 
Mutual Benefit Life of Newark, N. J. 
He is the son of Dr. Walter A. Reiter, 
Sr., former vice president and medical 
director for Mutual Benefit Life, who 
retired in 1953. 

Dr. Reiter, Jr., has been in private 
practice specializing in internal medicine 
and cardiology in Englewood, N. J., for 
nine years. He also was associated with 
the chest and cardiac clinics at_ the 
Englewood Hospital and with the Ber- 
gen Pines Hospital, Paramus, N. J. 

He attended both Wesleyan and Cor- 
nell Universities, receiving his M.D. 
from Cornell University Medical Col- 
lege in 1949, Dr. Reiter served intern- 
ship and a medical residency at the 
Englewood Hospital. He also spent 4 
year of residency at the Pollack Hospital 
for Chest Diseases, Jersey City. : 

Dr. Reiter was on active duty with 
the U. S. Navy from 1950 to 1952 fol- 
lowing reserve training. During his tour 
of duty he served with the U. S. Army 
at Fitzsimmons Army Hospital, Denver, 
and St. Albans Naval Hospital in Long 
Island. He was discharged from reserve 
status in 1954 as a Navy lieutenant. 





TALK BY THOMAS R. DIESEL 

Thomas R. Diesel, director of agencies, 
Great Eastern Life of Providence, " 
was guest speaker recently at the annual 
banquet of the Insurance Association ol 
University of Rhode Island. His subiect 
was “Methods of Merchandising Lil 
Insurance.” At the! close of his talk 
Mr. Diesel led a question and answé! 
period for the students attending. 
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Heads Metropolitan Life’s 
Health-Welfare Division 


Pach Bros., N. Y. 
DR. GEORGE M. WHEATLEY 


Dr. George M. Wheatley, prominent 
pediatrician and public health authority, 
has been appointed head of Metropolitan 
Life’s health and welfare division, it has 
been announced by Frederic W. Ecker, 
Metropolitan’s president. The division 
recently celebrated the 50th anniversary 
of its continuing effort to advance and 
conserve the good health of the Amer- 
ican and Canadian people. 

Dr. Wheatley succeeds Dr. William P. 
Shepard, who recently was appointed 
chief medical director of ‘Metropolitan 
and placed in charge of all the company’s 
medical and public health activities. 

Dr. Wheatley already was well known 
in the fields of pediatrics and of public 
health when he joined Metropolitan as 
assistant medical director in 1941. Since 
that time ‘he has made many important 
contributions to the campaigns for child 
health improvement, weight control, dia- 
betes, heart disease, and accident pre- 
vention. One of his outstanding achieve- 
ments was the campaign against rheu- 
matic fever which emerged as a serious 
health problem during the war years. 
Much of the credit for the poison con- 
trol centers which have been set up 
across the United States and Canada 
belongs to the accident and prevention 
committee of the American Academy of 
Pediatrics under his chairmanship. 

Dr. Wheatley received his medical 
training at the Harvard Medical School 
and his degree in public health from 
Columbia University. He is a diplomat 
of the American Board of Pediatrics 
and American Board of Preventive Med- 
icine, and is a member of the governing 
council of American Public Health Asso- 
ciation. He is a Fellow of American 
Medical Association, American Academv 
of Pediatrics, New York Academy of 
Medicine, and American Pediatric So- 
ciety. He is a member of the board of 
directors and a vice president of Na- 
tional Safety Council. He also is a vice 
President of National Health Council and 
Is on the executive board of American 
Academy of Pediatrics. He was ap- 
Dointed assistant vice president of the 
Metropolitan in 1945, and advanced to 
third vice president in 1949. 





AWARD FOR OCCIDENTAL 

For the fifth consecutive year, Occi- 
dental Life of California has received 
the Community Chest’s highest award 
or employe groups—the Bronze Plaque 
~lor its participation in the Chest’s 

38 campaign. 

Home office employes of the company 
contributed $21,568 to the campaign. This 
represents 116% of the firm’s quota and 
exceeds the previous year’s giving by 


over $2,000, 


Colonial Life Licensed in 


Three Additional States 


Colonial Life, East Orange, N. J., has 
been licensed to write life insurance in 
three additional states—Georgia, 
and Wisconsin—according to an an- 
nouncement by Richard B. Evans, presi- 
dent. This makes a total of 23 states, 
together with the District of Columbia 


and Puerto Rico, in which Colonial is 
presently licensed to do business. 
Colonial’s entry into additional states 


Iowa, 


will continue and is in line with its 
expansion program which has_ been 
brought about through its affiliation in 
1957 with the Federal Insurance Com- 
pany, managed by Chubb & Son. Fed- 
eral throughout the United 
States, Canada, and several foreign coun- 
tries as underwriters of practically every 
insurance coverage except life. 

The Colonial, founded over 60 years 
ago in New Jersey, continues as a sep- 
arate company under its own board of 
directors, officers and staff. 


operates 


LATE NEWS 
Dartmouth College has exceeded its 
goal set for its two-year capital gifts 
campaign for $17 million, Chairman of 
the campaign is Charles J. Zimmerman, 
president, Connecticut Mutual Life. 





A. Peter Quinn, Jr., formerly a partner 
in the Providence law firm of Letts & 
Quinn, has been appointed associate tax 
counsel on legal staff of Massachusetts 
Mutual. He is a graduate of Brown 
University and Yale Law School. 
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‘CEN 

OF 

MUTUAL 
BENEFIT 





Dynamic Men... Dynamic Product...Dynamic Sales Aids 








During the year ending March 31st, Mutual Benefit Life sales increased 25% over the previous 
12 months. Outstanding planning, product and people are responsible for this remarkable record. 

To sell TRUE SECURITY, Mutual Benefit Life first selects talented men. They are trained 
and provided with the most comprehensive sales aids in the life field, such as audio-visual presen- 
tations and merchandising tools designed for special business and professional groups like the 
medical market. These selling aids, plus the 114 year reputation of Mutual Benefit Life as the 


*‘policy-holders’’ company, plus the TRUE SECURITY 
concept, combine to help Mutual Benefit Life men increase 
sales day after day. With such consistent sales progress, these 
professionals assure TRUE SECURITY for their families 
and themselves as well as for their clients. 


THE MUTUAL BENEFIT LIFE 





INSURANCE COMPANY, NEWARK, NEW JERSEY 


MUTUAL BENEFIT 


The [| da Insurance Company 


for TRUE SECURITY 
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Wm. P. Lynch Made V.P. 
Of The Prudential 


WILLIAM INGRAM, JR. 2ND V.P. 





Lynch to Assist Vice President Palmer 
in District Agencies; Ingram 
Succeeds Him at Boston 





Elections of William P, Lynch to vice 
president and William Ingram Jr. to sec- 
ond vice president were announced by 
Carrol M. Shanks, president of the Pru- 
dential. 

Mr. Lynch will assist Vice President 
Paul B. Palmer in the over-all adminis- 





Augusta Berns Bamberger Studio 


WILLIAM P. LYNCH 


tration of the company’s disrict agencies 
department, which employs 26,000 sales 
and managerial people in some 1300 of- 
throughout United States and 
Mr. Lynch joined Prudential as 


fices the 
Canada. 
an agent in his native Jersey City in 
1937. He was elected a second vice presi- 
1949, becoming at the 
the ever to 
reach this position. He headed the agen- 


dent in age 32 


youngest man in company 


cies services department in the Newark 
home office until 1955, then was named 
second vice president in South-Central 
regional home office at Jacksonville. This 


past November, he was assigned to 
Northeastern regional home office at 
Boston. 


Mr. Ingram, who has been executive 
director of agencies in Southwestern re- 
gional home office at Houston, will take 
Mr, Lynch’s place at Boston. Mr. In- 
gram, a native of Kearny, N. J., joined 
Prudential’s Newark headquarters in 
1932, He helped establish the company’s 
Western regional home office at Los An- 
geles in 1948, and Mid-America regional 
home office at Chicago in 1954. He was 
made an executive director of agencies 
at Newark in 1955, and »was transferred 
te Houston in 1958, 

Mr, Shanks also announced that Al- 
bion U. Jenkins and James J. Olsen Jr. 
had been elected assistant actuaries, In 
his new capacity, Mr. Jenkins will be 
the actuarial director in North Central 
regional home office, Minneapolis. Pre- 
viously, he had been associate actuarial 
director at Jacksonville. He joined Pru- 
dential at Newark as an actuarial stu- 
dent in 1947, following his graduation 
from Wesleyan University. He 
transferred to Jacksonville in 1953, Dur- 
ing World War II, he served in the 8th 
Air Force. 

Mr. Olsen joined Prudential at the 
home office in 1934. He has been an asso- 
ciate actuarial director there since 1956. 
During World War II, he was a staff 
sergeant in the Army. He lives in 
Springfield, N. J. 

Mr. Jenkins and Mr. Olsen are Fel- 
lows of the Society of Actuaries, 


New York Life to Build 
Annex to Home Office 


The New York Life will build an 
annex to its present home office at 51 
Madison Avenue, New York, to cover 
the block front on Madison Avenue to 
the north of the present home office be- 
tween Twenty-sixth and Twenty-seventh 
Streets. 

Tentative plans call for a twelve story 


building with stores on the ground floor 
which would cover the block between 
Twenty - seventh and Twenty - eighth 
Streets on Madison Avenue extending 
part way down those streets toward 
Fourth Avenue. Preliminary cost esti- 


mates were placed at $8,000,000. 





NAMED ASSISTANT MANAGER 

Melvin F. Wiltsch has been appointed 
assistant manager of Occidental Life of 
California’s St. Louis branch office. As- 
sistant brokerage manager in the St. 
Louis office since June, 1958, Mr. Wiltsch 
is succeeded in that position by Robert 
E. Parry. 





REINIS 


50 Court St., Brooklyn 1, N. Y. 
HERMAN REINIS 





& REINIS 


GENERAL AGENTS 


Manhattan Life Insurance Co. 


Phone: MAin 4-7951 
JOSEPH REINIS 


July 17, 1959 








Seaboard Life Licensed 


In Texas and Indiana 


Seaboard Life, with headquarters in 
Miami, has been licensed to do business 
in Texas and Indiana, Albert B. Myers, 
president of the company, thas an- 
nounced. The new licensing brings to 
ten the number of states in which Sea- 
board Life, a capital stock company, is 
now operating. The firm is licensed in 
Florida, Delaware, Tennessee, Illinois, 
Michigan, Nevada, California, and Ari- 
zona, in addition to Texas and Indiana. 

Seaboard was organized in \Miami in 
1955 and launched an expansion program 
last year when it acquired Preferred 
Life of America, Wilmington, Delaware, 
in October. 

As part of its continuing major ex- 








Mr, Parry joins Occidental after pansion effort, the company has addi- 
representing Prudential in St. Louis tional licensing applications filed in 24 
since 1956. states and the District of Columbia. 
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Joseph E. Boettner, C.L.U., President 


* » * hard-won unity of 


Old Glory has grown to a 


world stature heretofore unknown. 


Likewise born from the many different financial needs 
of our population is the 


PLICO SERIES 
A symbol of low-cost protection, THE PLICO SERIES is a ser- 


ies of preferred rate, $10,000 minimum issue policy contracts. 


* the PLICO SELECT 
guaranteed rate, ordinary life 


* the PLICO PREFERRED 
participating ordinary life 


* the PLICO PROTECTOR 
a 5 year renewable and convertible term 


* the PLICO 65 
guaranteed rate, life paid up at 65 


AND, as new stars were added to our national banner 
to symbolize the addition of new states, 
Philadelphia Life has added a new star to complete its 


PLICO SERIES 


* the PLICO 20 
a guaranteed rate, 20-payment life contract 


Other standard and special life insurance 
contracts available for every conceivable need. 


Philadelphia be ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


a new nation, 


James H. Burdick, Agency Vice-President 

















Marks 25th Anniversary 
With Massachusetts Mutual 








SENECA M. GAMBLE 


Seneca M. Gamble, advertising man- 
ager for Massachusetts Mutual Life, was 
the subject of a feature article in the 
Springfield Union July 4, the occasion 
being ‘his 25th anniversary with the 
company. Before Mr. Gamble joined 
Massachusetts Mutual he had a broad 
experience in sales promotion and agency 
management in the South, had a wide ac- 
quaintance among advertising, sales pro- 
motion and agency executives and was a 
charter member of the Life Advertisers 
Association. 

Recalling his early contact with Massa- 
chusetts Mutual, Mr. Gamble said _ he 
arrived in Springfield on the afternoon 
of July 4, 1934 and was given his first 
assignment the next day. This was a trip 
to Detroit to confer with George Lackey, 
general agent in that city and president 
of the company’s General Agents Asso- 
ciation. The result of the conference was 
a special sales drive as a tribute ito the 
then President William H. Sargent’ 
half-century with the company. The 
drive resulted in the sale of more than 
one million dollars of life insurance a day 
for several weeks. 

Mr. Gamble, who has worked under 
four Massachusetts Mutual Life presi 
dents, is a past president of the Advertis- 
ing Club of Springfield. Mrs. Gamble 
is the former Marie A. Armstrong. 





Has New Budget Procedure 


General American Life has announced 
a new procedure which will enable pol- 
icyholders to have the first—as well as 
subsequent premiums for Budget Insur- 
ance (salary savings) policies paid from 
their salaries. Previously the first pre- 
mium was payable at the time of appli- 
cation or at delivery of the policy. 

The new procedure calls for all pol- 
icies issued under any one Budget In- 
surance franchise to have a common 
date of issue in each month. Under the 
new plan, when a Budget Insurance pol- 
icy is approved, it will be assigned the 
next upcoming date of issue—whether 
that date is in the same month or the 
one following. ? 

General American Life is contacting 
all its Budget Insurance franchise com- 
panies to coordinate monthly deduction 
and billing dates and to install the new 
procedure. 
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CHARLES H. SCHAAFF, C.L.U. 


Executive Vice President be 


Massachusetts Mutual 
Life Insurance Company 














































.. Continues on the march 


The continuing increase in the number of men 
and women preparing for C.L.U. examinations is 
encouraging. The lengthening roster of Chartered 
Life Underwriters is gratifying. The growth in the 
number of C.L.U.’s in the Million Dollar Round 
Table is inspiring. 


What is the significance of this strong and 
rapidly accelerating upward trend? 


It signifies a deepening, broadening, more 
active desire to guide and serve the public, not 
only toward owning adequate life insurance, but 
also in planning that insurance to fulfill its in- 
tended purpose with maximum efficiency. 


It evidences contagious growth in the pro- 
fessional concept of life underwriting. 


Largely because of the explosive progress of 
the C.L.U. movement, American families and 
business organizations are more fully and effec- 
tively insured than ever before. 












America’s life underwriters are constantly 
improving their service to an ever-expanding 
market and earning more income than in any 
previous era. 










I urge all C.L.U. candidates to continue 
their studies, and other career underwriters to 
determine now to become Chartered Life Under- 
writers. 






Massachusetts Mutual 
LIFE INSURANCE COMPANY 


ORGANIZED |661 








SPRINGFIELD, MASSACHUSETTS 
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Program-Faculty Named 
For ALC Tax Seminar 


ALFRED N. GUERTIN MODERATOR 


Many Tax and Accounting Experts From 
Companies on August 3-6 Program 


At Chicago 


Chicago—Claris Adams, executive vice 
president of American Life Convention, 
has announced the tentative program 
and the names of the discussion leaders 
for the ALC Seminar on the Federal 
Income Taxation of Life Companies to 
be held in Chicago during the first week 
ALC president, Rolland E. 
Union Mutual Life, 


in August. 
Irish, president of 
will preside. 

The seminar will be held in two iden- 
tical sections on August 3-4 and August 
5-6 at the Sheraton-Blackstone Hotel in 
Chicago. Each ALC member company 
may send two representatives to either 
section of the seminar. Present plans 
are for morning and afternoon sessions 
on each of the two days and an addi- 
tional evening session on the first day. 
Advance registration is very heavy. 

Nine general topics have been as- 
signed to discussion leaders and asso- 
ciate discussion leaders on the basis of 
their experience with company opera- 
tions, tax procedures and knowledge of 
the new tax law. ; ; 

The seminar, which is being con- 
ducted as an activity of the ALC under 
the direction of President Irish and Ex- 
ecutive Vice President Claris Adams, is 
being conducted to explore the effects 
of the new Federal Tax Bill, to discuss 
the preparation of the income tax re- 
turns, and to discuss changes in account- 
ing and valuation bases made necessary 
by the new law. Alfred N. Guertin, ALC 
actuary, will moderate the sessions and 
will see that there is plenty of time for 
discussion and questions from the floor. 
The tentative program is as follows: 


First Day—10:00 A.M. 

Accounting Problems—Leader: Robert 
G. Espie, chief accounting officer, Aetna 
Life. : 

Expense—Leader: Seymour Smith, vice 
president and actuary, The Travelers; 
Associate: Edward C. Andrews, 
ciate actuary, The Travelers. 

Tax Exempt Interest and Dividends 
Received Deduction—Leader: J. Stanley 
Hill, second vice president and actuary, 
Minnesota Mutual Life; Associate: O. 
L. Frost, Jr., associate counsel, Occi- 
dental Life of Calif. 

Real Estate—Leader: Henri J. Bour- 
neuf, second vice president, New Eng- 
land Life; Associaté: John C, Storey, 
counsel, New England Life. 

Reserve Adjustments—Leader: Henry 
F. Rood, senior vice president, Lincoln 
National Life; Associate: Andrew De- 
laney, vice president and actuary, Amer- 
ican General Life. 

Second Day—9:30 A. M. 

Assets Other Than Real Estate— 
Leader: J. Price Murphy, accounting 
vice president, Equitable Life of Iowa; 
Associate: John A. Roberts, auditor, 
Continental Assurance. 

Capital Gains and Losses—Leader: 
Richard F. Aranow, tax counsel, Conti- 
nental Assurance; Associate: William A. 
McClintock, tax counsel, Allstate. 

Policyholders Dividends — Leader: 
Richard C. Guest, vice president, Massa- 
chusetts Mutual Life. 

Stockholders Dividends — Leader: 
Henry F. Rood, senior vice president, 
Lincoln National Life. 


asso- 





Heads Agency General Life 
Jack D. Paulk thas been named vice 
president and director of agencies for 
General Life of Milywaukee, a new in- 
surance company which began operations 
early this year. In charge of agents’ 


training since April, he formerly was in 
agency work in Illinois and Oklahoma. 


The second annual past presidents’ 
dinner of the Life Underwriters’ Asso- 
ciation of the City of New York was 
Park Avenue Suite of the 


Members of the asso- 


held in the 
Hotel Delmonico. 
ciation’s administrative committee acted 
as ‘hosts to the former chief executives. 
Those in attendance included (seated, 
left to right): David B. Fluegelman, 
CLU, 1945-46; Ralph G. Engelman, 1936- 
37; Julian S. Myrick, 1914; John M. 
Fraser, 1934-35; and John H. 
1951-52. Standing, left to right: Harry 
Pincus, Jr., chairman, Field Agents’ Ad- 
visory Council; Michael P. Coyle, CLU, 
1956-57; Harry K. Gutmann, CLU, 1954- 
55; Lawrence L. Lifshey, CLU, 1947-48; 
Harry Phillips, 3rd, CLU, membership 
vice president; Charles Anchell, presi- 
dent; Harold A. Loewenheim, CLU, 1955- 
56; Arthur L. Sullivan, 1957-58; Arnold 
Siegel, chairman, finance committee; and 
Jack R. Manning, managing director. 
The following past presidents were out 
ot town and unable to attend: Peter M. 
Fraser, 1927-28; Gustav C. Wuerth, 1928- 
29; John C. McNamara, 1929-30; Clancy 
D. Connell, 1931-32; Glenn B. Dorr 
1935-36; Arthur V. Youngman, 1937-38: 
Louis A. Cerf, Jr., 1938-39; Benjamin 


Evans, 




















Alk, CLU, 1939-40; 


Lloyd Patterson, 
1940-41; Beatrice Jones, 1941-42; Lester 
Einstein, 1942-43; Diederich H. Ward, 


1943-44; George P. Shoemaker, CLU, 
1944-45; Benjamin D. Salinger, CLU, 
1948-49; Harry S. Ard, 1949-50; Harold 
W. Baird, CLU, 1950-51; Charles S. 
McAllister, 1952-53; and Harold N. 
Sloane, CLU, 1953-54. 

Association affairs were discussed at 
the conclusion of the dinner. Charles 
Anchell, John M. Fraser and Julian S. 
Myrick were named as a committee to 
meet and discuss plans for future gather- 
ings. 





Southern Tier CLU Elects 


The Southern Tier Chapter of Amer- 
ican Society of (Chartered Life Under- 
writers, has elected Cecil Rogers presi- 
dent, succeeding Kenneth P. Lord. 
Richard Sprout was e lected vice presi- 
dent and Charles Hummel secretary- 
treasurer. 

The Southern Tier Chapter of Ameri- 
can Society of Chartered Life Under- 
writers was organized last year and 
through its efforts several schools have 
been conducted on subjects from the 
American College, and an all-day CLU 


forum with over 124 people in attend- 


ance was held att the Arlington Hotel, 
Binghamton, in March. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 











MORGAN O. DOOLITTLE, 
President 








If you are LOOKING 
For A General Agency Opportunity — 
EMPIRE has a complete line of 
Competitive Plans 


LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Agency Vice Pres. 














JOINS SENTRY LIFE 

Duane Callahan, Boston, has joined 
Sentry Life of Stevens Point, Wisconsin, 
as life underwriter. He will work in the 
home office, assisting in the development 
and operation of the underwriting de- 
partment of the life insurance subsidiary 
of Hardware Mutuals. 

Mr. Callahan was life underwriter for 
Columbian National Life in Boston for 
nine years. Prior to that he was grad- 
uated from Northeastern University, 


Boston, and served in the Army. 














“You mean I just 
endorse checks?” 


CG: That’s right...that’s the only paper- 
work you do! But you get 100% of the 
commission checks! 

YOU: Sounds too easy...what’s the hitch? 
CG: No hitch. Our Life Department 
service is absolutely free to you brokers. 
You save time because we take care of all 
the details. No technical knowledge 
needed, either... our specialists take 
care of that. And last, we make no sales 
recommendation! 

YOU:Then how on earth do you make 
sales for me? 

CG: Over the long haul, just as you do. 
We start with a free analysis of your 
clients’ Life policies...even uninsurables! 
YOU: Now that does impress me! 

CG: To show you how valuable this serv- 
ice will be to your clients, we'll start by 
doing an analysis on your own policies! 
YOu: When do we start? 

CG: Right now... by calling the nearest 
CG office. Give our Life Department 4 
chance to prove how easy and profitable 
selling Life can be. Go ahead. Call them up! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 
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Heads National of Vermont 
Agency in New York City 


LEE W.. RICH 


National Life of Vermont has ap- 
pointed Lee W. Rich, CLU, of Westfield, 
N. J., to head a new general agency in 
New York City. The new agency, 261 
Madison Ave., brings to five the num- 
ber of National Life general agencies do- 
ing business in New York City. 

Mr. Rich has been in the insurance 
business 13 years, the last three as asso- 
ciate general agent of New England 
Life’s Byrnes Agency, New York City. 

Following as War II when he 
served " a S. Marine infantryman 
in the Pacific ‘theatre, Mr. Rich spent 
five years as a special agent in the east- 
ern states for Royal Liverpool Group of 
New York. Then he was assistant gen- 
eral agent for five years in the Newark 
Agency of Aetna Life. 

Mr. Rich is a former vice-president 
of the Life Supervisors Association of 
Newark and a past treasurer of the Life 
Underwriters Association, also of New- 
ark, as well as a former officer of the 
Westfield, N. J., Jaycees. 

A native of Westfield, N. J., he at- 


tended Princeton University. 





Hensel Greensboro Manager 


State Mutual Group Office 


Richard H. S. Hensel has been ap- 
pointed manager of the new Group office 
in Greensboro, N. C. by State Mutual 
Life. The new Greensboro office is the 
company’s 25th sales outlet for Group 
insurance. 

A former captain in the Marine Corps 
during the Korean conflict, Mr. Hensel 
was awarded an A.B. degree by Duke 
University in 1951 and received this Mas- 
ters Degree from Rutgers in 1956. He was 
formerly employed by Lincoln National 
Life as a regional Group sales manager 
in Erie, Pa. Mr. Hensel will be respon- 
sible for North C arolina, except the west- 
ern portion of the state, ‘and southwestern 
Virginia. The address of the new office 
is 200 South Greene Street, Greensboro. 


June Was Record Month for 


Sun Life of America 
The Sun Life of America (Baltimore) 
announces that June was a_ record- 
breaking month ‘in both its general 
agency division and combination division. 
Both divisions held special efforts during 
June commemorating the birthday of 
Stanford Z. Rothschild, Sr., president of 
the company, 
The combination division increased its 
volume by 4% for a “new high” in one 
month. 


a general agency division, showing 
9% Increase, also made a new record, 


the best since 1952. 


Nationwide Group Changes 


Six men with the Group sales division 
of Nationwide Life, Columbus, have been 
promoted as a result of a reorganization 
of the division. 

W. T. Bradley, director of Group sales, 
reports the following appointments: 

Frank Steger of Columbus was named 
Group sales manager. He formerly was 
zone manager in New York and New 
England. He is succeeded by Kenneth 
Bangston, formerly with New York Life 
in Cincinnati. 


Robert E. Vanderbeek, Columbus, was 
named Group pension sales manager. He 
had been Columbus zone manager. He is 
succeeded by Robert Lane, also of 
Columbus. Mr. Lane previously was 
special accounts manager. 

P. H. Wilmot, Malvern, Pa., was ap- 
pointed zone manager of New Jersey 
and Pennsylvania. He was special Group 
a al for the two states. 

Thibodeau, Detroit, was named 
eel of the Michigan- Indiana sales 
area. Mr, Thibodeau was regional Group 
manager in Detroit before his promotion. 


FRANKLIN REGIONAL MANAGER 
William B. Hemrick, Jacksonville, Fla., 
has been appointed regional manager of 
the newly created “Gator” division of 
Franklin Life of Springfield, Ill. The di- 
vision will comprise the counties of Du- 
val, Nassau, St. Johns, Clay, Baker, 
Union and Bradford in northeast 
Florida. 

Before joining Franklin Life, Mr. 
Hemrick was assistant district manager 
for the John Hancock at Jacksonville. 





WE’RE WOOING 
THE WOMEN’S MARKET 


Perhaps we should say we’re WOWING the 
ladies with brand new, realistic insurance 
coverage designed to keep pace with the _— 
increasing importance women play in our business’ 4 
economy. Working women have begun to 
realize the facts. More of them are interested 
in providing themselves with adequate coverage. 
Many have been deterred by high premium costs. 


For years the life insurance industry has 
recognized that the mortality on women was much 
more favorable than for men, but no one has 
done a thing about it... until now! 


Security Mutual’s new 1600 series has changed all 
that. Here’s a group of policies that recognizes 


the need . 


. . coverages that fit requirements 


perfectly ... insurance that our average 
working women can afford ... and will want! 


, A That’s why we say, “We’re wooing the women’s 


market.” 


We’ve done something about it. 
4 


Ber? For example, in Security Mutual’s new series of 
“.°% life insurance plans, we calculate premium 
® rates for women 3 years younger than actual age! 
And that means business. 


Security Mutual coverage is what you'll 
need to win your share of it. 


Hadn’t you better contact your 
Security Mutual General Agent today? 


security mutu a1 life insurance omer) 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 


Cour, Steurtly 


OW 


80 EXCHANGE STREET, BINGHAMTON, t N. 
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NON-PARTICIPATING 
PARTICIPATING 
STANDARD 
SUB-STANDARD 
ORDINARY 

SPECIAL 


Who 

Writes 

Just 

About 
Everything ? 


We do / 


ACCIDENT AND 
SICKNESS: 


DISABILITY INCOME 


GUARANTEED RENEWABLE 
HOSPITALIZATION 


NON-CANCELLABLE ACCIDENT 
and SICKNESS 


MAJOR MEDICAL 


GROUP: 

PURE GROUP 

SMALL GROUP 

FRANCHISE 

PENSION TRUST 
GUARANTEED ISSUE 
INSURED INSURABILITY 


COMPLETE REINSURANCE 
SERVICES 


In LIFE, 


you can easily check for yourself 


Today is a good time 


to investigate the exclusive 
GENERAL AGENCY OPPORTUNITIES 
with the GO Company 
Contact H. R. Hunke 


Asst. Vice Pres. & Director General Agencies 


REPUBLIC NATIONAL LIFE 


DALLAS, TEXAS 


NOW IN 40 STATES, DISTRICT OF COLUMBIA, HAWAII, 
AND PUERTO RICO. 


Bankers of Iowa Elects Three New Officers 


Three new officers of Bankers Life of 
Des Moines were elected at the recent 
meeting of the board of directors of the 
named 


company. George R. Fish was 





GEORGE R. FISH 


director of Group service, Roland E. 
Franquemont, CLU associate, was elected 
director of sales promotion and Dalles 
L. Schroeder was named assistant sec- 
retary. 


ia 
DALLES L. SCHROEDER 





Mr. Fish has been Group service 
supervisor since 1948. He joined Bank- 
ers Life in 1927 and worked in numerous 
departments before joining ‘tthe Group 
department in 1944. Born in Louisville, 
he attended Little Rock High School and 
the University of Arkansas. He bhas also 
received his fellowship in the Life Of- 
fice Management Association. A Mason, 
he is a member of the Greeters group 
cof the Za-Ga-Zig Shrine temiple and the 
Capitol Lodge. 

Mr. Franquemont, who was born in 
Macomb, Ill., attended Roosevelt High 
School in Des Moines and graduated 
from Northwestern University. He joined 
Bankers Life on a full-time basis upon 
graduation in 1938 after having worked 


part-time while in school. He joined 
the Group department in 1947 and was 
named spervisor of Group sales pro- 
motion in 1950. He was named super- 





ROLAND E, PRANQUEMONT 


visor of sales promotion in 1954 and 
then director of the funiction in 1957, 

He is a member of the Za-Ga-Zig 
Shrine temple, Acanthus Lodge #632 
A&FM and Phi Beta Kanpa. 

Mr. Schroeder joined Bankers Life 
in 1950 and was assigned to the Group 
department. After working in various 
divisions of that department, he was 
named supervisor of the Group Term 
and Casualty division in 1956. He has 
been an administrative assistant, serving 
in a staff capacity. s'nce 1957. 

A graduate of Homer High School, 
Nebraska, Mr. Schroeder graduated from 
the University of Nebraska. He has 
also received his fellowship in the Life 
Office Management Association. 


Jefferson Standard Life 





Sales Set New Record F 


Sales of Jefferson Standard Life in 


June exceeded $29,000,000, setting a new FE 


record for business written during a 
single month in company history, ac- 
cording to Karl Ljung, vice president in 
charge of agency operations. 

June sales topped the company’s pre- 
vious record month—March of this year 
—by more than $2,500,000. and compare 


with total sales of $25,600,000 for June 3 


a year ago. 


The company reported paid business & 


totaling $111,543,762 for the first half of 


1959, and a net gain of $52,045,059 in # 
insurance in force, bringing total insur- © 
all-time high of © 


ance in torce to an 


$1,855,961,597 as of June 30. Insurance 


in force showed a gain of more than 7 
$103,000,000 during the past 12 months. © 
represents a & 


Paid business in June 
13.8% increase over the figure for the 
same month last year, while the paid 
business figure for the first six months 
this year represents a 5.2% rise over the 
first six months of 1958. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 











Expansion program provides openings for 


qualified General Agents in selected areas 





Loyal Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 
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TAYLOR FRENCH 


Northwestern Mutual Life announces 
the appointment as general agent at 
Peoria, Ill, of Taylor French, who has 
been an assistant superintendent of 
agencies at the firm’s home office, Mil- 
waukee. He will succeed Clifford R. Gar- 
rett, who retired June 30, after 21 years 
as general agent at Peoria and 40 years 
of service with the company. Mr. Gar- 
rett will continue to serve his personal 
clients. 

As general agent at Peoria, Mr. French 
will be in charge of the territory in 
which he began his Northwestern career. 
Mr. Garrett was the general agent with 
whom Mr. French was associated from 
1951 to 1954, when he was an agent in 
Streator, Ill, for the A. F. Moore dis- 
trict agency, Ottawa, of the Peoria gen- 
eral agency. 

As an agent in Streator, Mr. French 
earned several company production hon- 
ors. He was president of both the Illi- 
nois Valley Association of Life Under- 
writers and the Streator Junior Chamber 





Companion Life Leases 
Space at 230 Park Ave. 


Companion Life, wholly-owned subsid- 


iary of Mutual of Omaha, ‘has leased 
10,500 square feet of space in ithe New 
York General Building at 230 Park Ave- 
nue, through Arthur E. FitzGibbon of 
John J. Reynolds, Inc., broker. The 
company will take occupancy September 


The New York office of the Independent 
Service wg as well as two divisions 
of Mutual, Group and Eastern General 
Counsel, will also occupy the space, ac- 
cording to George C. Boddinger, vice 
president and general manager of Com- 
panion Life. 

The Mutual of Omaha groun now oc- 
cupies three floors at 345 Madison Ave- 
nue. 





Appointed Supervisors 

C. Eldon Archer, formerly district 
manager for Northwestern National Life 
at Ark: insas City, Kansas and Ralph H. 
Remington, formerly of the company’s 
district agency at Wichita, Kansas, have 
been appointed supervisors in the firm’s 
southwest divisional office at Dallas. 

As supervisors, they will be enrolled 
in N/W National’s man: vwement training 
Program and will be responsible for lo- 
cating and training new salesmen in the 
southwest division under the direction of 
Vernor A. Hook, superintendent of agen- 
cies for ‘the division. 

{r. Archer has been with the company 
Since 1955, first as an agent in the Cen- 
tral Kansas agency and since 1957 dis- 
trict manager at Arkansas City. 

Mr. Remington has been with the firm 
#since 1954 as a member of the district 
“agency at Wichita. 


CLIFFORD R. GARRETT 


of Commerce, and a member of tthe 
Streator Visiting Nurse Board. 

In 1954 Mr. French went to NML’s 
home office, as an assistant in the induc- 


tion division of the agency department; 


he participated in the company’s college 
recruiting program and served on the 
career school faculty. He was appointed 
an officer, with the title of assistant 
superintendent of agencies, in February, 
1957. He was a member of the commit- 
tee which developed the company *s cur- 
rent series of policies. 

Mr. Garrett has been a_ successful 
agent, district agent, and general agent 
in his four decades of association with 
Northwestern Mutual. He joined the 
company in June, 1919, when he became 
an agent in Iowa. Later he was ap- 
pointed a district agent in that state. 
In Aprii, 1930, he was made general 
agent in Sioux City, and under his lead- 
ership many successful new agents were 
brought into the organization and its 
production record was more than doubled 
in eight years, His general agency ap- 
pointment at Peoria in July, 1938, 
brought him to his present post. 


New Agency in Honolulu 


For Bankers Life of Iowa 

A new agency is being established in 
Honolulu by Bankers Life of Des 
Moines, with the territory comprised of 
the Hawaiian Islands. Stanley H. Ka- 
kuno will serve as agency manager and 
Thomas T. Koki and James M. Miyake, 
assistant agency managers. Each has 
had prior successful life insurance ex- 
perience in personal production and in 
management activities. 

Mr. Kakuno attended the. University 
of Hawaii. Before entering the insur- 
ance industry, he was in the advertising 
business in Honolulu for nearly five 
years. In 1956 he joined American Life 
as a salesman in Honolulu. Three 
months later he became associated with 
Commercial Life as an agency super- 
visor. He remained there unittil joining 
Bankers Life. 

Mr. Koki, a graduate of University 
of Hawaii, was associated with ( General 
Mills, Inc., as a salesman in Honolulu 
for nearly ‘five years before entering the 
insurance business in 1956, In June of 
that year he became an agency super- 
visor for Commercial Life and remained 
with that company until joining Bank- 
ers Life. 

Mr. Miyake, who attended the Uni- 
versity of California, entered the insur- 
ance business in 1949 as a salesman for 
Washington National in Salt Lake City. 
He was later made assistant general 
agent. He moved to Honolulu in 1955 
and became general agent for Equitable 
Life and Casualty, where he remained 
until joining Bankers Life. 





Lincoln Nat’! Supervisor 


R. A. Hilliard has been named to a 
supervisory post in’The Lincoln National 
Life’s R. E. King agency, Charlotte, 
N. C., according to an announcement by 
R, E. King, Jr., CLU, general agent. 

Mr. Hilliard, who was appointed under 
the agency development program, is the 
son of R. A. Hilliard, Lincoln National 
Life’s general agent in Asheville, N. C. 
He began his insurance career while a 
student at the University ui North Caro- 
lina where he was graduated with a 
Bachelor of Science degree in Business 








Modified 3 Plan 


Premium for first three 
years only 75% of ultimate 
premium. 


Full commission paid on 
fourth year increase in pre- 
mium. 


WHITE & 
WINSTON 


INC 








C 
Genera 


The UNITED STATES. LIFE 
INSURANCE CO 


Administration. He became a full-time 
representative in ‘his father’s agency im- 
mediately after completing his college 
education; and e: arly this year he trans- 
ferred to the King agency in Charlotte 





OWN YOUR OWN AGENCY 





pa oy Eire 


iin Te es ee ae a 


"< A 2 
Ki, 
R\ Vx il 


TO: 


~ Do you feel like you want to move up — are you cramped 
~ — present position? Would you like the opportunity 
“stretch out” into an agency of your own? 


% have just what you’re looking for. . . 

% Top agency building contract! 

¥% Liberal contract for your agents! 

% Acomplete Rate Book to meet every situation! 
% Agent’s Home Office training! 

% Selling aids designed to make sales! 

¥% Effective free direct mail program! 


% Group insurance! 
% Pension plan! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 
ahead — go with The Maccabees. 


We still have some choice territories (including a few 
major cities) open for development in the United States 
and Canada. For further information, contact The Mac- 
cabees, a Life Insurance Society, 5057 Woodward Avenue, 


Detroit 2, Michigan. 


MACCABEES — <a Life Insurance Sociely 


Founded in 1878 


Home Office 


Detroit 2, Michigan 
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‘Denver General Agent for 
Massachusetts Companies 


SETH T. LAWRENCE 


Seth T. Lawrence, Denver, has been 
named general agent of a newly estab- 
lished agency of The Paul Revere Life 
and The Massachusetts Protective Asso- 
ciation, Inc., at Denver. ; 

Mr. Lawrence joined the Worcester, 
Mass., companies in 1949 as an associate 
of their Albuquerque, New Mexico, agen- 
cy. Four years later he transferred to 
their Denver agency where he compiled 
an outstanding record as a member of 
their top production clubs. For the past 
two years he has served the companies 

gional training supervisor in their 
ate central sales region. 

The establishment of the Seth T. Law- 
rence agency, the companies’ second in 
the Denver area, is a part of their cur- 
rent expansion program. Their existing 
Denver agency, founded in 1925, is un- 
der the direction of B. J. Bursmeyer 
who has served as general agent there 
for the past 17 years. 


K. C. LIFE APPOINTMENTS 
Gerald B. Rowan Named Assistant 
Counsel; Robert P. Robinson Made 
Assistant Actuary 

The appointment of an assistant coun- 
sel and of an assistant actuary ‘has been 
announced by W. E. Bixby, president, 
Kansas City Life. ; 

Gerald B. Rowan, city attorney of 
Cape Girardeau, Mo. since 1954, has 
been appointed assistant counsel in the 
company’s legal department. Mr. Rowan 
was also a member of the law firm of 
Oliver & Oliver at Cape Girardeau. 

A native of Powersville, Mo., Mr. 
Rowan graduated from Northwest Mis- 
souri State ‘College in 1937 and received 
his law degree in 1940 from the Misscuri 
University School of Law. He was then 
prosecuting attorney of Jollinger 
County, Mo. from 1946 to 1949. During 
World War I: ‘he served in the field 
artillery from 1943 through 1945 and was 
overseas in the Mediterranean Theatre. 

Mr. Rowan is a member of the Cape 
Girardeau County and the American Bar 
Associations and the Missouri Bar. He 
is president of the Missouri Law School 
Alumni Association. At Cape Girardeau 
he thad served as president of the Rotary 
Club, Executives Club, Cape Countv Bar 
Association, and Cape Girardeau Pilots 
Club. 

Robert P. Robinson of the insurance 
firm’s actuarial department was appointed 
assistant actuary. He joined the actu- 

al department of Kansas City Life in 

r. Robinson is an associate of 
y of Actuaries. 

A native of Reinbeck, Iow 
son graduated from Iowa State 
College, Cedar Falls, Iowa, in 19 


Mr. Robin- 
Teachers 
and 

did two years of graduate work in actu- 

arial science at Drake University, Des 

Moines. 


Equitable of Iowa Meeting 

Almost 400 members and guests of tihe 
1959 production clubs of the Equitable 
Life of Iowa from 33 central states 
agencies recently concluded a three-day 
regional convention at the Grand Hotel, 
Mackinac Island, Michigan. H. A. 
Hedges, Kansas City general agenit, was 
recognized as president of the organiza- 
tion club by reason of having the largest 


number of agents qualifying for the 
production clubs. W. H. Robbins, CLU, 


Kokomo, and Ray Wernimont, Cedar 
Rapids, were recognized as president and 
secretary, respectively, of ‘the president’s 
cub, such honors having been attained 
through leadership in paid new premiums 
during 1958. Also honored was H. W. 
Stanley, GLU, Topeka, on his 54 years 
of active service, the longest of any 
Equitable fie!d representative. 

This was the last of three regional 
meetings conducted by the company. In 
April, western members met ‘at the Am- 
bassador Hotel in Los Angeles, and 
Mav. members from itern states met 
at The Cavalier, Virginia Beach, Va. 
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O’TOOLE ADDRESSES ACTUARIES 
Edward O’Toole, president of O’Toole 


Associates, Queens Village, N. Y. well- 
known management consulting firm, 
spoke at the May meeting of the Chi- 
cago Actuarial Club. The speaker and 
his subject, “Administrative Principles 
for Insurance Companies,” were intro- 
duced by Herbert DePrenger, assistant 


actuary of the Continental Companies, 
Dr. Alan Groth, president of Arthur 
Stedry Hansen Consulting Actuaries, led 
the informal discussion that followed. 


—-_ eee 


JOHN W, TALBOT, C.L.U., a 1943 graduate of Williams Colle 
in Pittsfield, Massachusetts. After ten highly successful years of 


---for most families in America today. Sooner or later, 
every responsible family head must face up squarely to 


his life insurance responsibilities.” 


“That's a safe assumption, Mr. Talbot. But how much of 
this inevitable business do you think your agents will get?” 





ge and a Navy veteran, joined Berkshire Life in 1946 as an Agent 
personal production, he was named General Agent in the same city. 


“Mr. Talbot, you certainly radiate a good deal of enthusiasm 
for Berkshire’s organization and training program!” 


“Why shouldn’t I? Berkshire has helped me write my sut 


“They'll get their full share. As a result of their continuous 
exposure to Berkshire’s modern training program, with 
such special aids as our exclusive ‘Cinematic Learning,’ 
every Agent...novice or seasoned man...can realize a 
constant increase in his own efficiency. Add the fact of 


Berkshire’s sound management and its reputation for serv- 
ice to policyowners, and you will agree our Berkshire Agent 
has a better chance to close any business he goes after.” 


cess story. I don’t have to look any further than my own 
career, to express the fullest confidence that today Berkshire 


presents the greatest potential for RE 
personal growth in the industry: 


ERKSHIRE) 


LIFE INSURANCE ;, co. 


Life, Accident & Sickness, Pension Plans, Annuities 2 
George D. Covell, C.L.U., Agency Vice President i an 
PITTSFIELD, MASS. * A MUTUAL COMPANY © 1851 eee eg 
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Asst. Agency Superintendent 
For Equitable Life of Ia. 


JOHN B. HEIDEL 


John B. Heidel, CLU, has tbeen ap- 
pointed an assistant ‘superintendent of 
agencies of Equitable Life cif Iowa, it 
has been announced by J. ‘Richard Ward, 
vice president and director of agencies. 


A native of Muscatine, Iowa, Mr. 
Heidel commenced ‘his life insurance 
career following graduation ‘from the 


State University of Iowa in 1935, as a 
Cedar Rapids representative of the Na- 
tional Life cf Vermont. In 1951 ‘he was 
calied into the home office of thait com- 
pany as a fie’d supervisor, and since 
1953 has peen general agent of National 
Life’s Albany, N. Y., agenty. 





MONY Opens 150th Agency 


Mutual Of New York reached another 
milestone July 1 in its expansion pro- 
gram—it opened its 150th agency — 
Stanton G. Hale, vice president sales, 
announced that MONY had five new 
agency openings that day—in Chicago, 
East Orange and Haddonfield, N. J., 
Houston, and Orlando, Fla. Attainment 
of the 150-agency mark, he added, comes 
several months ahead of earlier, although 
accelerated, expectations. 

Mr. Hale also noted that the new 
openings will raise the number of agen- 
cies launched so far in 1959 to nine and 
La number of units opened since 1950 to 
5 


The new Chicago agency is managed 
by Joseph J. Vicha, a former Army 
pilot who has been with MONY since 
1947. He started as an underwriter, was 
promoted to assistant agency manager in 
1948 and was transferred to New York 
Six months ago for special managerial 
training. 

John T. O’Brien, Jr., Quincy, Mass., 
heads the Houston agency. Mr. O’Brien 
joined MONY in 1955 as a field under- 
writer with the Washington, D. C, 
agency. He was promoted to assistant 
Manager itwo years later, then became 
a managerial trainee. He is a Navy 
veteran and was with the Central In- 
telligence Agency for four years before 
coming to MONY. 

Orlando's manager is Frank H. Roark 
Ir. of New Orleans, Mr. Roark joined 
MONY in 1954, as a field underwriter. 

€ was senior assistant manager of 
MONY’s New Orleans agency before 
eing promoted, six months ago, to man- 
agerial trainee. Mr. Roark is an Army 
Air Force veteran of World War II and 
of the Korean War. 

pening of the East Orange and Had- 
donfield agencies was announced ‘two 
Weeks ago, They are managed bv Thom- 


as J. Sharp and Alvah C. Meeker, re- 
Spectively, 





Baltimore Life Acquires 


Land for New Home Office 


Mayor J. Harold Grady turned over 
the deed to about three acres of land 
in the Mt. Royal Plaza development to 
Baltimiore Life. In turn, 
Henry E. Niles, president of the com- 
pany, presented a check to the city 'treas- 
urer covering the cost of this land in 
an area bounded by Howard, Preston 
and Biddle Streets, and Park Avenue to 
be used as a site for the company’s new 
home office. Additional! land will be 
added to the tract when the street pat- 
tern in this area is changed. The com- 
pany’s total lot will then contain about 
5% acres. 

Baltimore Life building will be the first 
private office building to be erected in 
any city’s urban renewal projects, and is 


officials of 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











scheduled for completion within 18 
months. In statements at the deed de- 
livery ceremony, the Mayor and Mr. 
Niles both emphasized the advantage of 
private development of urban renewal 
property. Sale of the site is part cf the 
city’s plan to renew the area around in 
the new State office buildings and the 
Fifth Regiment Armory. 

The Baltimore Life building is to be 
modern low-rise style, set in a land- 
scaped tract, with adequate off-street 
parking. Architects are Fisher, Nes and 
Campbell. General contractor is Con- 
solidated Engineering \Co. 





Now... 


Crown comes to TERMS 


with your clients and prospects. 


Yes...Crown’s new...all new...1959 P/S 
rates are value-designed with the consumer 


in mind. 


Yes...the Term buyer can be covered from 
Yearly Renewable Term right through to Term 
to 70 at low... low...low rates. 





YRE 5 Year 
(conv. 4) 
$4.27 $4.58 


of amount. 





Here is “Fact-astic” Proof! 
Age 35—Basic Cost per $1,000. 


10 Year Term to 70 
(conv. 8) (conv. to 65) 
$5.20 $13.14 


plus P/S only $7.50 annually per policy for handling and servicing regardless 








And Crown tops commissions too! 
Write your General Agent today for a complete 
“Life Kit” or send in the coupon below. 





posse 


TO BROKERAGE DEVELOPMENT DEPT. 
CROWN LIFE INSURANCE COMPANY 
120 Bloor St. East, Toronto, Canada 


When it’s new 
in town 

... It comes 
from 


CROWN 


Please send me the Brokerage Life Kit, including your full 
P/S Rate Book. 


ee ees 
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New Jersey: 


Newark—New Jersey Life Associates Inc.—Suite 930/37, Raymond 


Commerce Blidg., 1180 Raymond Blvd.—Mltchell 2-2083 


Hartford—Ellie M. Goldstein, Inc.—962 Asylum Ave.—JAckson 7-9203 
Hartford—Ellie M. Goldstein, Inc.—962 Asylum Ave.—JAckson 7-9203 


Philadelphia—Russell A. Atwater—Room 921, 3 Penn Center Plaza 
Pittsburgh — Paul G. Kekich—1714 Investment Bldg., 239 Fourth 


Pittsburgh—Thomas E. Malley—2608 Saybrook Drive—CH 1-4313 


Washington—R. Goldstein—Suite 507, Colorado Building—NAtional 


Connecticut: 
Rhode Island: 
Mass.: Boston—John W. Powers—79 Milk Street—HUbbard 2-4616 
Pennsylvania: 
Penn.: 
Avenue—GRant 1-9010 
Penn.: 
Penn.: State College—Albert F. Williams—Metzger Bldg. 
Penn.: Erie—G. A. Vickey—3927 Wood Street 
District of 
Columbia: 8-3244 
District of Washington—Walter Ogus—1420 K Street, N. W.—RE 7-2484 
Columbia: 





THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, N. J.) 


TO BROKERS 


We pay 55% -+ nine 5's vested on 
Ordinary Life! 

Extremely high immediate cash 
values on about 20 different types 
of contracts 

One year incontestable—not two. 


COME IN AND SEE US! 











LEE NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y 





Richmond General Agent 





WILLIAM R. RAY 


William R. Ray, CLU, assistant gen- 


eral agent for Massachusetits Mutual 
Life in association with Jewel W. Tyson, 
CLU, for the past several years, has 


succeeded Mr. Tyson in the 
ment of the Richmond, Va. agency 
Mr. Tyson, who will continue as 


manage- 


as- 
sociate general agent, has requested that 
he be relieved of the responsibility of 


agency management to enable him to 
devote all his time to servicing his 
personal clients. 

A native of Ashland, Va. Mr. Ray 


graduated from Randolph-Macon 
College. He joined the company’s Rich- 
mond agency in 1947 and has been as- 


was 


sistant general agent simce 1952. A Navy 


veteran, he is married and has one 


daughter and is president of the Sales 
Executives Club and a member of the 
Richmond Association of Life Under- 
writers, the Estate Planning Council, and 
the Rotunda Club. He received his GLU 
designation in 1958. 





Assistant Actuary Named 

The Sun Life of America announces 
the appointment of Alan Goldberg as 
assistant actuary for the company. Mr. 
Goldberg has been associated with Sun 
Life since May, 1957. Previous to join- 
ing the actuarial department of the com- 
pany, he gained six years of actuarial 
experience with the Social Security 
Headquarters in Baltimore. 

Upon receiving his BA degree from 
the University of Minnesota in 1949, he 
completed studies in actuarial science 
at the University of Iowa. Last year 
Mr. Goldberg became an associate of 
the Society of Actuaries, 

In his new capacitv, Mr. Goldberg 
will assist George Kenigson, vice presi- 
dent and actuary. 
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PRODUCERS OF 13 NATIONS MEET 
It is somewhat difficult to keep track 
of the organizations of insurance people 
in various parts of the world. Just when 
you hear about one meeting in Monte 
Carlo or Brussels or Stockholm or South 
America or Mexico another makes an 
appearance, evidently authentic enough 
to get a lot of space in the European 
press. If the principal attendants are 
marine men then some of the European 
insurance papers are certain to hand out 
columns of space covering the event. 
Bureau Inter- 


d’Assurances 


Now, along comes the 
national of “Producteurs 
et de Reassurances” and an issue of The 
Review of London appears with 12 pages 
of space devoted to its meeting in Ma- 
drid. Although United 
States insurance peopie were officially 
there, 500 delegates did attend from 13 
France, Germany, 
Morocco, 


no British or 


countries: ‘Belgium, 
Holland, Italy, Luxembourg, 
Portugal, the Saar, Sweden, Switzerland, 
Turkey and Venezuela. 

Evidently, this is an organization of 
producers of insurance primarily engaged 
BIPAR has 


a few 


in international insurance. 


*a general assembly. It offered 
paragraphs of resolutions for considera- 
tion. They had to do with “preoccupa- 
tions” of insurance producers held in 
common in all countries. One “preoccu- 
pation” has to do with an anxiety to 
continue to conduct the insurance busi- 
ness in a manner in which the interests 
of the assured are supreme, such as can 
be found in a market which healthily 
guarantees that their needs are met by 
the producers are 


services which 


to render. 


the 
able 

In paragraph 2 it is 
certain markets such as nuclear 
ance, and civic motor vehicle responsi- 


declared that in 
insur- 


bilities a number of insurance companies 


advance an attempt to 
reduce the legitimate and/or contractural 
remuneration of Also, 


the statement is made that agents “suffer 


arguments “in 
the producers.” 


in remuneration” because of mass cover- 


age forms of contract. 
Of unique interest in the Madrid Con- 
ference is the 


ceived from the Government, headed by 


big official play it re- 


Franco. A committee of Honor included 
12 Governmental ministers “and func- 
tionaries,” and, according to The Re- 
view, a large proportion of these officials 
remained throughout the Conference. 
Although the official languages of the 
Conference were announced as French, 
German and Spanish there was docu- 
mentation in English. Simultaneous 
translations of all proceedings could 
be heard in English over the earphones. 

A terrific play was given to the press. 
Said The Review man: “A high official 
of a Spanish insurance organization was 
deputed to act as press liaison officer. 
He performed his duties with grace and 
competence. Efficient interpreters were 
at all times available.” At the first press 
conference a questionnaire was distrib- 
uted askine what the reporters thought 
should be the role cf BIPAR and similar 
organizations in the protection of insur- 
ance interests in circumstances now ob- 
tcinable, and whether BIPAR confer- 
ences were conducive towards an even- 
tual combination for the defense of in- 
surance interests generally throughout 
the world. There were lots more 
questionnaires. The members of the in- 
press, asked to 
answering them, 


ternational insurance 
take their leisure in 
showed no hesitation in answering every 
one of them. 





Robert J. Swift, Ottumwa, Iowa, a 
specialist in consumer credit, has been 
appointed a special agent for the Res- 
olute Insurance Companies. A native of 
Des Moines, he will represent both Reso- 
lute Insurance Co. and Resolute Credit 
Life in southern Iowa. During the past 
five years, he has been engaged in the 
consumer credit and insurance fields. 

"Rea ae 


Harold A. Aubry, CLU, Toledo, a gen- 
eral agent for Franklin Life of Spring- 
field, Ill, has been honored with mem- 
bership in the firm’s exclusive Key Club, 
a production club based on annualized 
premiums. 

eo ee 

James R. Callan of Lynchburg, Va., 
has joined the Agricultural as state 
agent for western Virginia. He will be 
located at Roanoke. A native of Vir- 
ginia, he has a background of sales, ad- 
justing and field service. 











WILLIAM J. BRADFORD, JR. 


William J. Bradford, Jr., is now man- 
ager of the yacht-hull department of 
Chubb & Son in New York City. He 
joined the organization in 1948 and has 
spent his entire career in the yacht-hull 
department. 


7 * * 


Warren Rouillard, an officer of the 
Cool Insurance Agency of Glens Falls, 
N. Y., was re-elected chairman of the 
Warren-Washington Counties Chapter 
of the American Red Cross at the an- 
nual membership meeting last week. 


William E. Walsh, vice president of 
Equitable Society, has been named a 
member of the New York City USO 
Committee in its 1959 Campaign for 
funds for the program of services to the 
men and women of the Armed Forces. 
A Navy veteran of World War I, Mr. 
Walsh joined Equitable in 1921, has been 
vice president since 1952. He is active 
in the Home Office Life Underwriters 
Association, the Insurance Society of 
New York and the New York Chamber 
of Commerce. 

ihe te 

Lyle J. Barker of Columbus was hon- 
ored on the occasion of his 40th service 
“oniversary with Midland Mutual Life 
in a recent ceremony at the firm’s home 
office. He was presented with a service 
pin studded with three diamonds by 
President C. O. Sullivan. 

Mr. Barker holds the longest service 
record of any Midland Mutual home 
ofice associate. During his long career 
vith the company Mr. Barker has filled 
many different assignments. His experi- 
ence ranges from thand-lettering policy 
contracts in Old English print in his 
e-rly days to his present job of operating 
high-speed tabulating equipment. 

ee et Se 


George A. Bushnell has been reap- 
pointed Arizona Insurance Director to 
a new term expiring 1965 by members 
of the Arizona Corporation Commission, 
subject to Senate confirmation, He an- 
nounced he will soon appoint a com- 
mittee to study state insurance laws 
before recommending any changes to the 
legislature. 

* x 

J. W. Budgen, T. J. Haynes and N. J. 
Walker-Robson have been appointed as- 
sistant managers of Phoenix Assurance 
Co. for the overseas fire and accident 
department. 





Roy Tuchbreiter, chairman of the board, United States Life, points to the date 
on the policy being held by Henry E. Frost, chairman of the board, Hoey, Ellison, 
Frost, Mezey. The policy, framed and later placed in the board room of the new 
United States Life Building, was issued to Mr. Frost’s grandfather on March 4th, 
1850. Raymond H. Belknap, president, U. S. Life, looks on. 

On the company’s very first day of business, Susan Ann Frost paid the initial 
premium on her husband’s $2,000 life insurance policy. The date was March 4, 1850. 
Forty years later, her husband, Theodore Frost, an accountant from Williamsburg, 
Brooklyn, died and the claim was paid in full. 


George L. Schindler has joined the 
Pacific department staff of Fireman’s 
Fund and affiliates as assistant personnel 
director in San Francisco. A graduate 
of Muhlenberg College, Allentown, Pa., 
Mr. Schindler has completed necessary 
work for a Master’s Degree in Business 
Administration at U. of Calif., Berkeley. 

x *  * 


Lyman B. Brainerd, Jr., son of presi- 
dent of Hartford Steam Boiler and In- 
spection Co., and Susan V. Maxwell of 
Macon, Ga., were recently married in 
Hartford. The bride is the daughter of 
Mr. and Mrs. Bertram Maxwell. 


Wendell E. Lapham, superintendent of 
underwriting department for National 
Casualty and lieutenant colonel in the 
U. S. Army Reserve, was recently grad- 
uated from the U. S. Army Command 
and General Staff College, Fort Leaven- 
worth, Kansas. Mr. Lapham successfully 
completed 600 hours of instruction while 
pursuing a five-year course which pre- 
pares officers for duty with the general 
staff of combat division and _ logistical 
commands and familiarizes ‘them with 
the duties of the general staff at corps, 
army and communications zone _levél. 
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Minnesota’s Commissioner 

Cyrus E. who became 
Minnesota’s Commissioner of Insuranice 

n April 15, is also State Fire Marshall. 

A vresident ‘of ‘Richfield he was ‘born 
in Minneapolis where he was graduated 
from the Central High School of that 
city and then was graduated from Uni- 
versity of Minnesota. 

‘For 25 years ‘Mr. Magnusson was an 
instructor of political science and hhistory 
and also basketball and football coach 
at Two Harbors School. For four terms 
he was Mayor of Two Harbors. In 1949 
he was president of the Minnesota 
Coaches Association and was president 
and member of board of trustees of the 
Two Harbors Community Hea!th Center, 
holding office through 1951. During 1948 
and 1949 he gy served as Minnesota 
vice president cf American Federation of 
Teachers. 

Previous to becomming Commissioner, 
he was executive secretary to Governor 
Freeman, and was the owner of an in- 
surance agency in Two Harbors, Mr. and 
Mrs. Magnusson on their way to Minne- 
sota after attending the Insurance Com- 
missioners convention in Boston stopped 
over in New York to see “My Fair 
Lady.” 


Magnusson, 


a ee 
Watch Lazard Fund, Inc. 


Carefully scrutinized by the inv estment 
end of the insurance business is the 
report of The Lazard Fund, Inc., for the 
first six months of this year. Invest- 
ment adviser of this fund is Lazard 
Freres & Co., famous Parisian and New 
York investment cencern. Chairman of 
The Lazard Fund, Inc. is Albert J. 
Hettinger, Jr. a partner in Lazard 
Freres & Co., and frequently seen by 
life insurance investment officers from 
out of town for advice. Mr. Hettinger 
is a director in these insurance com- 
panies: Glens Falls, National Fire, Gen- 
eral Re-insurance, Lincoln National 
Life, Manufacturers Life. President of 
the Fund is Richard H. Mansfield. 

What most interested investment men 
in the report of The Lazard Fund, Inc., 
was the number of common stocks of in- 
surance companies the Fund has put in- 
to its portfolio, and some of its indus- 
trial purchases. 

The Lazard Fund at end of June, 1959, 
had these insurance common stocks: 
Aetna Life, 5,000 shares; Connecticut 
General 1 Life, 2,000; Gener al Reinsurance, 
10,000 ; Glens Falls, 25,000; Hartford 
Fire, 5,000: Lincoln National Life, 5,000; 
Travelers Insurance Co., 20,000. 

In view of gloomy stories being writ- 
ten by daily newspaper writers about 
the railroads, some of which are having 
a difficult time in the East, it is interest- 
ing for investment people to note that the 
Fund has shares of five railroads in its 
Portfolio, none of which are from the 
East, The Fund’s railroad shares, which 
have a quoted market value of $9,082,000, 
are as follows: 

Achison, Topeka and Santa Fe, 50,- 

; Denver & Rio Grande, 45,000: ‘Tilin- 
ois ’ Central, 20,000 ; Southern Pacific, 
































45,000; Southern Railway, 40,000. 


The largest number of 
Lazard Fund industrial holdings are 
145,000 in Steel Co. of Wales, Ltd. It 
has 130,000 shares of Royal Dutch Petro- 
leum. The American companies in which 
it owns 50,000 or more shares each are 
Georgia-Pacific Corp., 125,000; Bestwall 
Gypsum, 95,000; American Metal Climax, 
50,000; Armour and Co., 60,000; Deere & 
Co., 60,000; F. Goodrich, 50,000 and 
Jones & Laughlin Steel, 50,000. 

The Fund has approximately 90% in- 
vestment in equity securities. Its net 
assets at end of first six month of ‘this 
year were $146,430,000. In the second 
quarter of 1959 the Fund eliminated sev- 
eral securities previously held in the 
portfolio and reduced some of the other 
holdings. The proceeds were invested 
primarily in certain selected securities 
already held in order to increase the con- 


shares in 


centration. Its stated policy favors “sub- 
stantial rather than scattered invest- 
ments.” There were also added 10,000 


shares of Aluminum Co, of America. 
Following its earlier purchases the Fund 
during the first quarter of 1959 added 
seven foreign equities constituting a 
cross section of the chemical, drug, elec- 
trical, glass, rubber and steel industries 
of the common market. During the sec- 
ond quarter the Fund acquired shares 
of the Steel Co. of Wales; Union Miniere 
du 'Haut-Katanga, leading producer of 
copper in the Belgian Congo; and 
Sidelor, one of the principal French steel 
mills. Its total foreign securities, in- 
cluding Royal Dutch and International 
Nickel of Canada, of which 23,500 was 
owned at midyear, amounted approxi- 
mately to 10% of the total net assets. 

Commenting on world economy Laz- 
ard Fund says: 

“Economic recovery is world-wide. On 
a global basis industrial production in 
1958, while 244% below that of 1957, 
equalled the output of any preceding 
year. World recovery began at about 
the same time as in the United States; 
the readjustment had been mild, new 
high records were established in ‘the 
fourth quarter, and the upward momen- 
tum continues. In Europe each quarter 
of 1958 bettered the levels of the com- 
parable quarter in any preceding year. 
Industrial production in Asia, Australia 
and Latin America established new rec- 
ords in the fourth quarter, though Latin 
America continues to be plagued by in- 
flationary monetary instability. World 
foreign trade during the fourth quarter 
reached the highest physical volume of 
exports yet recorded, even though lower 
raw material prices held aggregate 
values to the levels of a year earlier. 
Additions from newly mined _ gold, 
coupled with the outflow from this coun- 
try, have materially strengthened re- 
serves of Central Banks, particularly in 
Europe where official holdings have very 
nearly doubled within the last half 
decade. The trend of equity markets 


in substantially every nation of commer- 
cial importance has been upward duriag 
the first half of 1959. 

With respect to the American economy 
Lazard has not changed its views as 
expressed in its earlier reports, 


It finds 


the momentum of recovery continuing 
on a broad front and industrial produc- 
tion at the highest level ever achieved. 
“There is increasing evidence,” it says, 
“that the heavy capital expenditures of 
recent years were justified and the com- 
bination of volume and well-controlled 
costs is resulting in a high level of cor- 
porate profits—thus far with moderate 
upward pressure on the price level.” 


* * *” 


fad 
Sees Brazil as Land of Opportunity 

Brazil offers tremendous opportunities 
for U. S. businessmen and _ investors, 
says Robert M. Dewey, vice pres sasacrr in 
charge of American Motorists’ Brazilian 
operations. The country’s chief assets 
for growth, he believes, are “vast «reas 
of underdeveloped land and an abund- 
ance of natural resources.’ 

Interviewed during a receat 
the Kemper Insurance compan es’ Chi- 
cago home office, Mr. Dewey declared 
that development of transportation wil 
bring economic vitality to Brazil’s in- 
terior and afford a new market for just 
about every industry except textiles. He 
noted that 80% of Brazil’s 63 million 
people live in cities near the Atlantic 
coast, “which is comparable to the de- 
velopment stage of United States dur- 
ing its colonial days.” 

The per capita ownership of automo- 
biles in Brazil probably is the lowest 
of any ‘country in ithe western hemi- 
sphere, Mr. Dewey declared. “However, 
American automobile manufactures have 
doubled the production of their Brazilian 
plants ‘this year. They undoubtedly 
recognize that the economic dev elopment 
of the country and its peopie and im- 
proved transportation will increase the 
demand for cars and trucks.” 

Mr. Dewey warned that a maze of 
government business regulations, labor 
practices, customs and strict import and 
export laws may tend to discourage U.S 
businessmen at first. “But, the potential 
there is too great to pass up. In addi- 
tion, there are off-setting advantages; 
such as low cost of labor and govern- 
ment tax regulations which permit a net 
profit of 15 to 20% after taxes,” he re- 
marked. 

The growth of American Motorists 
since ‘the company began operaticns 
there in February, 1957 has been com- 
paratively slow because of national in- 
surance regulaitticns, Mr. Dewey said. 
“For almost 20 years prior to the grant- 
ing of a license to American Motorists, 
foreign insurance companies were not 
allowed to operate in Brazil. A new 
regulation prohibits the operations of 
any new foreign companies. 

“With the country’s distributive meth- 
od of conducting business, we must share 
coverage with domestic insurance com- 
nanies even though we sold the account. 
Our premium volume is still relatively 
small but it is showing a steady increase 
and the 1959 outlook is very good.” 

The Kemper group’s Brazilian offices 
sre located in Rio de Janeiro and in Sao 
Paulo, the industrial heart of ‘the coun- 
try. 


visit to 


* * * 
Mortgage Guarantee Company 


The Mortgage Guaranty Insurance 
Corporation of Milwaukee, in a statement 
from Max H. Karl, president, has 
announced the expansion of its manage- 
ment staff by the appointment of 
>. W. Smith as senior vice president 
and this election of the board of direc- 
tors. 

The Mortgage Guaranty Insurance 
Corporation insures lenders against loss 
on residential mortgage loans made ‘to 
home builders and home buyers. This 
private enterprise “FHA” is backed by 
leading housing finance institutions and 
individuals interested in reducing the 
cost of borrowing, stimulating better 
value in residential developments, and 
giving the public and the industry more 
rapid and flexible service based on the 
judgment of local experts. 

For the past ten years Mr. Smith 
has been director of the Housing Re- 
search Foundation and assistant to the 
president of Southwest Research Insti- 
tute with headquarters in San Antonio. 
He has written housing textbooks and 
was housing editor of the Arlene Francis 
NBC-TV Home program. 
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Greater New York Fund 

The Greater New York Fund is con- 
ducting an intensive campaign among 121 
firms in the general insurance field under 
the jeadership of T. W. Bailey, vice 
president and director of Marsh ‘& Mc- 
Lennan, and Co-chairman Arthur A. 
Quaranta, vice president of that broker- 
age firm. Assisting Mr. 3ailey in the 
drive, whose goal is set at $236,896, are 
five group chairmen and more _ than 
20 committeemen. 

Group chairman in charge of the cas- 
ualty companies group is Robert H. 
Nicholls, vice president of America Fore 
Loyalty Insurance Group, who_ has re- 
oo these committeemen: Raymond 

. Kenney, assistant district sales man- 
see Retail Credit Co.; John P. Coffay, 
Jr. vice president, Massachusetts Bond- 
ing & Insurance Co.; Robert Vollriede, 
resident vice president, Continental-Na- 
tional; Joseph D. McNally, assistant 
manager (N. Y. Office,) America Fore 
Loyalty; Rexford Crewe, assistant gen- 
eral manager, Hartford Accident & In- 
demnity Co.; Matthew S. Dunne, resi- 
dent vice president, American Insurance 
Group; William R. Ehrmanntraut, resi- 
dent vice president, American Surety Co., 
and Paul Locke, vice president, Marsh 
& McLennan. 

Heading the British companies group 
is Chairman Clarke Smith, U. S. Man- 
ager of Royal Globe. assisted by Gra- 
ham Russell, Royal-Globe secretary. 

Co-chairman in charge of tthe fire in- 
surance group is Fred W. Wrenn, vice 
president of Chubb & Sons. His commit- 
teemen are A. Wesley Barthelmas, as- 
sistant secretary-manager, Insurance 
Company of North America; Roger D. 
Billings, vice president, Great American; 
A. E. Bladen, vice president, Aetna In- 
surance Co.; Alvin B. Heacock, presi- 
dent, Pacific Insurance Co. of New York; 
Walter F. Brady, chairman of the board, 
Merchants Fire Assurance Corp. of New 
York; Thorin T. Grimson, executive vice 
president, Crum & Forster; Robert H. 
Potter, superintendent of personnel, 
America Fore Loyalty; and Robert Gil- 
liam, Sr., vice president, Marsh & Mc- 
Lennan. 

Chairman of the marine insurance 
group is George Inselman, president of 
Marine Office of America who will be 
assisted by Alfred P. Jobson, vice pres- 
ident and director of Marsh & McLen- 


nan. 

Michael J. Murphy, general manager, 
Association of New York State Mutual 
Casualty Companies, is heading the mu- 
tual companies group 

The Greater New York Fund, which 
helps to support 425 health and ‘welfare 
agencies in the five boroughs of New 
York, has set a goal of $11,000,000 for 
its 1959 campaign. 
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America Fore Loyalty 
Brooklyn Offices Move 


15-STORY BUILDING 
Go From Court Street to 141 Livingston 
Street; First Major New Building in 
Downtown Section in 30 Years 

On Monday, July 20, the two Brooklyn 
offices of the America Fore Loyalty In- 
surance Group will move into the new 
15-story building at 141 Livingston St. 
on the northwest corner of Smith and 
Livingston Streets. America Fore Loyal- 
ty’s offices are presently located at 44 
Court Street and 16 Court Street. 

The building is one of the first erected 
in Brooklyn’s downtown redevelopment 
program, and the first major office build- 
ing. erected in the downtown section in 
almost 30 years. It is of fire resistant 
construction and is equipped with the 
most modern type of air conditioning 
and heating system designed for maxi- 
mum flexibility in individual offices. 

Other features include: complete sound 
system to furnish background music; 
five high-speed self-service passenger 
elevators and a service elevator; parking 
garage in the upper basement; acoustical 
tile ceilings for noise reduction; asphalt 
tile flooring for cleanliness and beauty; 
modern fluorescent lighting for uniform, 
shadow-free illumination. 


America Fore Loyalty General Lessees 


IN NEW 


The America Fore Loyalty companies 
are general lessees of the building which 
is owned by Brocktown Building Corpo- 
ration, and will occupy the second, sixth, 
seventh, eighth, ninth, tenth and 
eleventh ffoors and the lower basement, 
about 50 per cent of the 150,000 square 
feet of office space in the ee: 

Special facilities for the Group include 
a cafeteria, indoor and outdoor recrea- 
tion areas, and conference rooms. The 
cafeteria is located on the eleventh floor 
and is surrounded by a large open ter- 
race overlooking lower New York Bay 
and the Manhattan skyline. A medical 
department for the Group’s 400 em- 
ployes is on the seventh floor. 

Assistant Secretary Sylvester P. Eise- 
mann is in charge of the America Fore 
fire companies’ operations at Brooklyn, 
Assistant Secretary Manuel J. Tanz is 
resident manager, and John T. M:z iddigan 
is claims manager for the Fidelity and 
Casualty Company. Allen Knapp is man- 
ager for the Loyalty companies at 
Brooklyn; David A. Wesley is assistant 
manager and George M. Talbot is claims 
‘manager. 

Family day and open house celebra- 
tions will be held at a later date to in- 
troduce the new quarters to the families 
and friends of the employes and agents 
and brokers in the Brooklyn area. 








Two N. Y. Brokerage 
Firms Combine Staffs 


Two well known insurance brokerage 
firms in New York City, have become 
associated. Flynn Harrison & Conroy 
and Ream Wrightson & Company, Inc., 
both of 99 John Street, New York City 
this week combined their staffs into one 
office at that location. 

Founded in 1920 by John T. Harrison 
and the late pose A. Flynn, and joined 
by William H. Conroy in 1925, the firm 
of Flynn Harrison & Conroy has grown 
into a national and international insur- 
ance brokerage concern. In addition to 
its New York office, branches are main- 
tained in Los Angeles Chicago, and 


Caracas, Venezuela, and the firm is rep- 
resented in Hav: ana, 
partners are 
Langhorne, 

Harrison, Jr., 


Cuba. Its present 
John T. Harrison, John 
Henry A. Goods, John T. 


William V. Platt, Richard 


Slawsby Agency, Nashua, 
Suffers Heavy Fire Loss 


Fire Tuesday afternoon caused serious 
damage to the agency headquarters of 


Slawsby Insurance agency at Nashua, 
N. H. This agency is headed by Archie 
M. Slawsby, president of the National 
Association of Insurance Agents, and is 
located at 86 Main St., Nashua. The air- 
conditioned agency occupies the ground 
and second floors, and there are several 
other business offices in the same build- 
ing. The agency has over 30 employes, 
all, of whom escaped without injury it is 
reported. 





American Names Robie 
Denver Branch Manager 


George D. Robie, Jr., assistant branch 
manager at Dallas for the American 
Insurance Group, thas ‘been promoted to 
branich chief executive at the group’s 
Denver office. As branch manager, Mr. 
Robie succeeds Fredric G. Reynolds, who 
has been in charge of the Denver branch 
for two years. Mr. Reynolds is being 
transferred to another executive position 
with the group. 

Mr. Robie brings to his new position a 
broad background of 20 years’ experience 
with the group. He began in the under- 
writing department in New York and 
later worked in a similar capacity in the 
Newark thead office. In 1952 ‘he was 
transferred to Dallas and named super- 
visor of fire underwriting; three years 
later he was placed in charge of agencies 
and in 1957 was promoted to assistant 
branch manager at that office. 





Morris Slute, Henry F. G. 


A, Evans, Jr.; 
Mason, Jr. and Rus- 


Wey, Jr., James J. 
sell Tandy. 

Ream Wrightson & Company Inc. was 
incorporated in 1912 by the late Robert 
C. Ream, Henry W. Ives and Henry 
Schmitt, Jr. Present officers are Willard 
Cates, president and treasurer; Donald 
H. Ow ens, vice president and secretary ; 
Daniel J. Roach, vice president and as- 
sistant secretary. Directors are the of- 
ficers and D. Mallory Stephens. 


Sigler President of 
Public Adjusters Assn. 


SUCCEEDS GORDON OF BOSTON 
Deputy Supt. Cantor of New York Com- 
mends Public Adjusters For Their 
Higher Standards and Services 


The ninth annual convention of the 
National Association of Public Insur- 
ance Adjusters was held at the Concord 
Hotel, Kiamesha Lake, N. Y., recently. 
The convention was one of the largest 
ever attended, with members coming 
from as far away as California, Florida 
and Canada. 

George F. Sigler, of Brumberg, Jud- 
lowe & Sigler, Passaic, N. J., was elected 
president for the coming year, succeed- 
ing George E. Gordon, Boston. Mr. 
Sigler in accepting the office made the 
folowing statement: “The National As- 
sociation of Public Insurance Adjusters 
has come a long way in obtaining its 
objective, since its creation by William 
Goodman of Baltimore, now an honorary 
president. The standard of ethics of the 
association by which our members so 
religious!y adhere, has maintained and 
developed the profession of public ad- 
justing to a higher degree of acceptance 
throughout the insuranice profession than 
ever before in its ‘history. 

“It will be my obligation, as president, 
to make every effort to continue to keep 
the standards set forth and to main- 
tain a membership of highest quality. 
Iit is the fundamental right of any policy- 
holder to be represented by a competent 
and accredited public insurance adjuster 
when in time of need. This is particu- 
larly true when the fruits of a life time 
are destroyed by fire or other casu- 
alties.” 

Officers and Directors 


Mr. Sigler, before becoming a partner 
in the firm of Brumberg, Judlowe & 
Sigler in 1944, was associated with ‘the 
General Adjustment Bureau, Inc., as a 
company adjuster, for a period of ap- 
proximately 25 years. 

Other officers and 
are as follows: ‘honorary presidents, 
Messrs. Wm. Goodman and Gordon; 
vice presidents, Norman B. Goodman, 
Baltimore; Simon Clark, Philadelphia; 
Anthony ’. Lazarus, Chicago; Jack 
Marshall, New York City; treasurer, 
cas irtin Dietz, New York City; secretary, 

Sidney Greenspan, Los Angeles. 

Directors, Chairman, A. H. Neaman, 
Pittsburgh; George Halll, Jamaica, N. 
Josepvh L. Hochberg, New York Gity: 
Leslie Ibur, St. Louis; Alfred A. Lesser, 
Miami Beach, Fla.; Ira J. Sarashon, 
Newark, N. J.; Joseph Swupornick, St. 
Paul; Alex N. Sill, Cleveland; Charles 
I. Jacobson, Detroit, and Robert A. 


directors elected 





Are you one of 
the 38% who’ve 
been moving UP? 


Of the brokers new to the Jaffe office 
5 years ago, 38% have built up volume 
with us to the point where we consider 
them our key producers — and they tell 
us their own overall volume shows the 
same sort of increase. What’ S more, 
many of these brokers say we’ve helped 


them get that way. 


Mere association with Jaffe Agency 
doesn’t guarantee improved stature, but 
both of us working together can surely 
help the cause along. Let’s talk it over 


at 45 John! 


Fire, Inland & Ocean Marine 
Automobile, Liability 
Compensation, Disability 
Burglary, Glass, Bonds 
Boiler & Machinery, Life 
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J. B. CARVALHO, President 
95 WOODLAND ST., HARTFORD 5, CONN. 





Krause, Detroit. 

Aippointed as chairman of the public 
relations and educational committee is 
Ralph H. Ruckert of the firm of Brum- 
berg, Judlowe & Sigler, Passaic, N. J. 
Paul L. Cordish, attorney-at- Jaw of 
Baltimore, was again appointed the as- 
sociation’s executive director. 

The firm of Salow & Associates Co,, 
Passaic, N. J., represenited by H. Harvey 
Satow, was for the seventh consecutive 
year reappointed to handle the associa- 
tion’s advertising and_ publicity. 

Robert ‘Morrison, Boston attorney, 
author, lecturer and teacher, was prin- 
cipal speaker and symposium chairman 
at the convention. Another principal 
smeaker was Samuel C. Cantor, First 
Deputy Superintendent Insurance De- 
partment, State of New York. 

In appreciation of the work George E. 
Gordon accomplished during his two 
terms as president, he was presented 
with a color TV set for his ‘home. 


Cantor Commends Public Adjusters 

Deputy Supt. Cantor commended the 
public adjusters on the progress made 
in raising the standards of competency 
and dignity and cited the coopersition 
between the adjusters and the New Yuik 
Department to protect the interests of 
the i insuring public. 

“Tt has been said with justification that 
the complexities of modern insurance 
problems and procedures are such that 
in many cases the average policwholder 
has neither the acumen nor time to 
prosecute his claim for damages to best 
advantage,” Mr. Cantor said. 

“Thus, in numerous. situations the 
specialized skills of the public adjuster 
can, if properly applied, provide the in- 
sured with more adequate means for 
determining and asserting his rights than 
can the assured acting alone in his own 
behalf. The public adjuster also may, 
under appropriate circumstances, play 
a helpful role in counter-balancing the 
insurer’s claims man and the professional 
know-how the latter contributes to his 
principal’s cause. 

“Yet, objectivity forces us to recognize 
the fact that the present day acceptance 
of the role of and the need for the 
public adjuster is of relatively recent 
origin. It has come about largely 
through the elimination of numerous re- 
(Continued.on Page 2 
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National Board Catastrophe Preparations 


(Continued from Page 1) 


the business to centralize ample adjust- 
ing talent so that all claims may be ad- 
justed fairly and in an orderly manner. 

“Representatives of the National 
Board will be on the ground as promptly 
as possible and, in consultation with 
your catastrophe committee and the ad- 
justing fraternity, a survey of ithe area 
will indicate whether the establishment 
of a supervisory office will be helpful,” 
Mr. Sherwood said. 

“A 72-hour period before any losses 
are adjusted is well advised. It is a case 
of making ‘haste slowly. If by waving a 
magic wand and loss notices could be 
prepared in 24 hours and if all losses 
could be adjusted in the next 24 hours, 
it would be utterly impossible for all re- 
pairs to be completed in the next 24 
hours. There are not enough repairmen 
to accomplish such a miracle,” he said. 


Price List Guide and Estimates 


“With completion of a price list guide 
in cooperation with contractors and 
builders and bearing in mind this guide 
is made up on the basis of material in 
place, we hope builders and roofers and 
repairmen generally will submit esti- 
mates on ‘the basis of ‘in place’ prices, 
thus enabling the adjusters, who will be 
provided with copies of the guide, to 
more readily check out the loss with the 
insured. Lump-sum_ estimates, even 
when broken down by trades, are not 
satisfactory. 

“On the theory that all of us should 
confine our efforts to those things we 
can do best, I cannot emphasize too 
strongly your duty to take careful pains 
in getting information from your policy- 
holders as to the extent of their damage 


and transmit that information to tthe 
Notice of Loss form,” Mr. Sherwood 
added. “Time and again we have seen 


clear evidence of the effectiveness of 
careful preparation of loss notices by 
the agent. 

“We have also seen agent’s offices 
hopelessly bogged down with telephones 
completely tied up with incoming calls 
to report losses. Agents are well ad- 
vised to so organize their clerical staff 
and to make prior arrangements for 
additional help immediately after a ca- 
tastrophe—to the end that loss notices 
will be completely and efficiently pre- 
pared.” 


10 Step for Agents to Follow 


Mr, Sherwood urged that agents fol- 
low these 10 steps: 

1. Do not report losses by telephone. 

2. Organize claim procedure tto handle 
efficiently all reports of losses. 

3. Obtain from insured full particulars 
regarding loss. 

4. Advise the insured to protect prop- 
erty from further damage, 

5. Complete notice of loss (Form No. 
3) in detail and forward immediately. 


Always show an estimated amount of 
loss and do not say “unknown.” 
6. Only extreme “hardship cases” 


should be so marked at top of appro- 
priate notice of loss. 

Explain to policyholders swith minor 
claims that “hardship cases” will have 
priority. 

8. Refrain from adjusting any losses 
unless specifically authorized. 

Do not request immediate attention 
of an adjuster except in “hardship cases.’ 

10. Do not report any losses that are 
not covered by the policy or that are 
obviously less than any deductible. 

Mr, Sherwood commented particularly 
on steps 3 and 10. 

“In No. 3 we say: ‘Obtain from in- 
sured full particularls regarding loss,’ 
and in No, 10 we say: ‘Do not report 
any losses that are not covered by the 
Policy or that are obviously less than 
any deductible,” he said. 


Reducing Wasted Efforts 


“Perhaps we should have combined 3 
and 10 because, if full particulars re- 
garding the loss are obtained from the 
insured, you as an agent will know pretty 








DONALD B. SHERWOOD 


well whether the loss is covered under 
the policy or whether it is less than the 
deductible. If such is the case, please so 
advise the insured rather than go through 
the motions of a loss notice and an as- 
signment ‘to an adjuster, leaving it up to 
the adjuster to do what you could ‘have 
done so easily over the telephone. 

“In the storm of 1947 adjusters in- 
spected and reported some 6,000 losses 
as ‘no claim.’ We do not say that all of 
these 6,000 claims could have been de- 
termined as ‘no claim’ when the insured 
reported the loss to the agent. We think, 
however, that a very substantial number 
of these might well have been immed- 
iately taken care of by proper explan- 
ation to the insured, rather than engage 
the adjuster in this fruitless effort. 

“Ait all times we are anxious to be in 
close touch with the press, radio and 
television stations. We remember our 
radio broadcasts and the close associa- 
tion we had with the daily press. We 
hope that kind of cooperation and 
understanding may continue to exist 
should we find ourselves in your midst 
with a disastrous hurricane to deal with. 
We will also be anxious to cooperate 
with any public information office estab- 
lished by the Insurance Department. 


Responsibility of Agents 


“In summing up, let’s see if we can 
briefly review the responsibilities of 
agents and brokers, adjusters, companies 
and fieldmen. Our talk today has largely 
been in connection with your responsi- 
bility as agents. Perhaps the prepara- 
tion of the loss notice is the most im- 
portant duty of the agent. In many 
areas, agents have selected one or more 
from their clerical staff to do nothing 
but take telephone calls from _ policy- 
holders who have losses to report. 

“The agent must note ‘hardship cases’ 
on the loss notice so that those policy- 
holders most seriously affected will have 
first attention. Nothing is more dis- 
heartening to an adjuster than to receive 
an urgent appeal from an agent that one 
of this insureds is in dire distress and 
needs attention, only to inspect the loss 
and find trifling damage. This is man- 
ifestly unfair to other policyholders 
whose property is seriously damaged and 
who are living in uncomfortable circum- 
stances. 


Adjusters’ Duties 


“In noting the duties and responsi- 
bilities of adjusters, we must constantly 
have before us that to overpay a loss 
is just as evil as to underpay. In our 
day-to-day adjustment work, companies 
and agents demand and policyholders ex- 
pect adjustments of the highest quality. 
The adjuster must be courteous at all 
times and exercise ‘tact and patience with 
the policyholder. He must make a care- 





Scottish Union Change 

John Newlands, general attorney for 
the Scottish Union and National and 
president of the American Union of 
New York, announces a change in the 
group’s field operation in Minnesota, 
North Dakota and Iowa. 

Edward Benjamin Thompson has been 


appointed special agent to succeed 
Richard E. Anderson. Mr. Anderson 
resigned to join a local agency in 


Omaha. Mr. Thompson, who is a United 
States Army veteran, has had several 
years experience as a special agent. He 
will be associated with Elwocd G. 
Harper, state agent, with headquarters 
in Minneapolis. 





St. Paul Errors Policy 


A new policy covering errors and acci- 
dental omissions for banks and _ trust 
institutions has been announced by J. C. 
Parish, casualty secretary of the St. Paul 
Fire & Marine. The policy covers pos- 
sible losses on property held in trust if 
the trustee accidentally allows regular in- 
surance coverage to lapse. 

The St. Paul also announces that oper- 

ations of the fire and marine loss de- 
partments which have been merged 
physically since January 1 have been 
combined since June 1. 





ful on-the-ground inspection of ithe dz am- 
age and must be familiar with sepers 
and replacement costs and equally fam- 
iliar with the terms and conditions of the 
policies. 

“ 

In addition to company staff adjusters 
and independent adjusters, we are for- 
tunate in having available three com- 
pany-owned adjusting organizations, em- 
ploying some 4,000 adjusters and oper- 
ating from Maine to California. In this 
area we ‘have the General Adjustment 
Bureau, Inc. They are able at a mo- 
ment’s notice to send to a disaster area 
experienced adjusters from many parts 
of the country familiar with their ad- 
justing procedures and accustomed to 
working under catastrophe condtions. 


Companies and Fieldmen 


“Companies must so arrange their loss 
departments so that the heavy additional 
workload can be properly taken care of. 
The notice of loss must be matched 
with the daily report. The loss must be 
recorded, the loss file prepared and, as 
proofs of loss are received, loss drafts 
must be promptly issued and forwarded 
to the agent for delivery. Many times 
the companies draw from employ es 
throughout their entire organization to 
handle this avalanche of additional work 
being well aware that once the loss has 
been adjusted, it is the loss draft in the 
hands of the insured that is so impor- 
tant. 

“Fieldmen, too, have their duties and 
responsibilities. Those fieldmen in the 
disaster area can be most helpful to 
agents and adjusters alike. They can 
assist in locating proper facilities, such 
as additional office space. additional tele- 
phone facilities, and temporary clerical 
help. Whereas the fieldmen in the af- 
fected area will find many opportunities 
to render assistance, fieldmen outside 
the affected area have an equally im- 
portant duty. 

“They are the ones that must explain 
to their agents that in view of the dis- 
aster their adjustment facilities may be 
somewhat curtailed. That is under- 
standable, particularly if the agent real- 
izes that his turn may be next and at 
some future time he will be involved in 
a catastrophe. It follows then that the 
fieldmen and agents alike must under- 
stand the problems both in and outside 
the disaster area. 

“In these disaster situations our ob- 
jective is to coordinate the effort of all 
those who will be adjusting losses for 
stock fire insurance companies and to 
do everything possible to assist in the 
orderly and prompt handling of all 
losses. In accomplishing all this, all of 
us can be proud of the ability of the 
insurance business to meet these catas- 
‘ttrophes with a plan specifically devised 
for best possible results,” 





RAILROAD STRIKE INSURANCE 


Railroads Working on Policy With 
British Insurer to Pay for Losses 
Due to Strike 
A new form of business interruption 


insurance, to protect 
from 


railroads against 


loss resulting strikes by rail 
brotherhoods later this year, is reported 
written by a 
Imperial .Insurance Co., Ltd., 
of Nassau, Bahamas, 
London Lloyd’s, This coverage 
go into effect August 15 providing rail- 
roads with 65% of the gross operating 
revenues of the industry sign up. At 
the moment it is reported that all ‘the 
required signatures thave 
cured. 

The strike agreement, in- 
tended to added 
strength in opposing union demands for 


as being newly formed 
company, 
associated with 


would 


not been se- 


insurance 
give ‘the railroads 
higher wages and continuance of feather- 
bedding provisions, would permit a struck 
railroad to collect up to $600,000 a day. 
Profits would not be insured, but 
charges are included, and likewise prop- 
erty ‘taxes, pension and interest charges 
and several other payments. 

Premium charges would depend upon 
the number of strikes each year. If the 
proposal is approved by the railroads 
each carrier would be required to deposit 
in Nassau the equivalent of its own 
fixed charges for one day, which could 
run up to about $6,000,000 for the entire 
railroad industry nationwide. The insur- 
ance was placed with a non-admitted in- 
surer to avoid possibly violating anti- 
trust laws. One reported limitation on 
the suggested insurance is that if the 
railroads refuse to accept recommenda- 
tions of a Presidential emergency board 
and workers went on strike the insurance 
would not become operative. 

The policy would not pay off in the 
event of a general rail strike affecting 
all lines. According to the Association 
of American Railroads, the carrier’s 
trade organization, the plan is aimed 
primarily at giving protection from work 
stoppages that violate provisions of the 
Railway Labor Act or occur in defiance 
of recommendations of a Presidential 
Emergency Board. 

If an individual line were struck ithe 
insurance company would pay an in- 
demnity up to a maximum of 365 days. 
The indemnity for each day would be 
the equivalent of the road’s fixed ex- 
penses. For some of the big lines such 
as Pennsylvania Railroad, daily fixed 
expenses could conceivably run to more 
than $500,000. 

The insurance company will work 
through a carrier advisory committee. 
The members of the committee are the 
heads of three regional railroad organi- 
zations—the Eastern Railroads Presi- 
dents Conference, the Association of 
Southeastern Railroads and the Associa- 
tion of Western Railroads. 


fixed 





Nichols Joins Garlick 
In Ocean City Agency 


John T. Nichols, a veteran of 25 years 
in insurance, has joined J. William Gar- 
lick as a full partner in the Ocean City 
Real Estate and Insurance Agency, 
Ocean City, Md. Mr. Nichols is no 
stranger to the Eastern Shore. For 10 
vears after World War II, he managed 
the Maryland - Delaware - Washington, 
D. C. area for St. Paul Insurance Com- 
panies, with headquarters in Baltimore. 

In 1956 Mr. Nichols went back to the 
St. Paul Companies’ home office, with 
metropolitan Minneapolis as his juris- 
diction. Born in St. Paul, Mr. Nichols 
was graduated from the public schools 
there and attended the University of 
Minnesota. He joined the St. Paul Com- 
panies 25 years ago and operated in 
various capacities in Minnesota and Wis- 
consin. During World War II he served 
in this country and overseas as a flight 
instructor and Air Transport Command 
pilot. 
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Vanston On Successful General 
Agent From Production Standpoint 


Ed F. Vanston of Barney Vanston and 
Company, managing general agents of 
Dalias, Tex., discussed the modern general 
agent from a production standpoint when 
speaking before the annual meeting of the 
American Association of Managing Gen- 
eral Agents in New York City recently, 
Jack Crowther of Minneapolis spoke on 
internal operations of a general agency and 
Barney Vanston of Dallas was moderator 
of the panel. In his address on production 
aspects of the modern general agency Ed 
Vanston said in part: 

Most of us have not consistently kept 
up with the current and changing trends 
of our business but if we are to survive, 
we must. The general agency system 1s 
nothing more or less than a marketing 
function of insurance with its basis on 
the free competitive system that our 
economy is built upon. In looking back 
into the past we find that the history of 
competitive business is a constant series 
of changes and adaptions to new trends 
and that all competitors, even those with 
a temporary advantage, must constantly 
change their methods to meet the shift- 
ing conditions. 

A prominent insurance man recently 
said that business history is full of 
examples which prove that no system of 
marketing has ever disappeared in Amer- 
ican economic history, but that every 
one has adapted and continued as an 
important competitive factor. There are, 
however, indivicuals and companies 
within systems which have disappeared 
because they insisted on the status quo. 

Let us examine the principal factors 
which concern us in the production oper- 
ations of a managing general agency, 
classes of business, selling techniques, 
and field personnel. Each one of these 
factors have seen tremendous changes 
in recent years. 

Three Classes of Business Competition 


In the broad field that we, as general 
agents, compete in today, there seems 
to be three primary classes of business 
for which we might compete. These 
classes are (1) business for which the 
competitive basis is service, (2) business 
for which the competitive basis is price; 
and (3) business for which the competi- 
tive basis is commission. 

If we are to be a real factor in the 
insurance industry, we cannot restrict 
ourselves to only one of these classes. 
But we must be in a position to compete 
on all fronts. This might seem to be a 
radical statement because in the past 
we have restricted ourselves in most 
cases to only that business which has 
its basis on service. 

Today, however, with modern condi- 
tions being what they are and with such 
a tremendous amount of business being 
placed in the price market and in the 
commission market, we must revamp our 
operations and work with our com- 
panies in such a way that we can 
compete for this business; also, so that 
our companies can share in an overall 
spread of business rather than be re- 
stricted to a class which actually has 
been the least profitable of all. 

Commissions and Service 

With the passing of every day we see 
more and more business shift from one 
class to the other. We must be in the 
position and be flexible enough to shift 
with it. This type of operation will mean 
we will have to work very closely with 
our companies. In some instances it is 
possible that we will have to reduce 
our over-riding commission or possibly 
take on some added detail. In any event, 
we must have an open mind and ap- 
proach the subject with a reasonable 
attitude. 

Service will always be the foundation 
of the general agency system, but if we 


are to hold our position in the overall 
picture, we cannot ignore the other 
classes of business and must fight to 
hold the preferred business that we have 
and get our share of the preferred busi- 
ness that is to be produced in the 
future. 


Selling Techniques 


In the past the entire insurance in- 
dustry has been weak in its selling effort. 
We have not sold the public on the 
value of our product, we have not sold 
the public on why the price of our 
product is rising, and we have not sold 
the public officials that the price rises 
for our product have been critically 
needed. We must bring selling into our 
operations. 

It takes more than a good set of 
facilities and a capable office staff to 
produce the kind of business that we 
want. It takes a selling technique which 
will tell our story to the agents in such 
a way that we will then have the 
opportunity to prove to them that we are 
what we say we are. 

We need some sales training courses 
for all of our people who come in con- 
tact with our agents. The old idea of 
a field representative going in for a 


cup of coffee has long since passed 
and we are in a day now where the 
agent wants our representative to give! 
him something constructive. We need 
to borrow some of the selling ideas 
from our friends in other industries and 


nut them to use in an aggressive manner ( 


in our own business. 

Let us look at the type of man that 
will be our sales representative. 
day is past for the so-called ‘tourist’ 
fieldman. Today we must have the very 
best type of salesman if we are to 


meet the competition that is facing us. 


Recruiting College Graduates 


It would seem that the logical place 
to get this man would be in the gradu- 
ating classes of the universities. This, 
without question, is the place that 
American business as a whole is com- 
peting vigorously for the leaders of 
tomorrow. With this in mind it occurred 
to me that we should look into this and 
find out what we, as general agents and 
the insurance industry as a whole, are 
doing in the recruiting of college gradu- 
ates. 

I contacted the placement director of 
one of the leading universities in our 
area which is located in a city noted 
as an insurance center. When I asked 
this man the question concerning the 
success that the insurance industry had 
in recruiting the college seniors, I 
frankly was stunned by his answer. 

He said that our business has had 
very little success in interesting college 
seniors in the insurance business. As 
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a matter of fact, few insurance com- 
panies even interview college seniors, 
Other industries not only send personnel 
by the score to interview the seniors, 
but also send promotional material about 
their businesses, provide trips to their 
home offices, and even run ads in the 
campus newspaper. 

The record in this large university of 
our business was so shocking that it 
occurred to me that this could possibly 
be an isolated instance so I obtained 
a copy of the College Placement Annual 
for 1959, which is the directory that is 
published by the College Placement 
Council. This organization provides the 
students with data concerning business 
firms which ordinarily recruit on the 
various campuses throughout the United 
States. 

In this annual is an alphadetical list- 
ing of 1,364 business firms that have 
recruiting programs at the various uni- 
versities. Out of this 1,364 there were 
only 36 insurance organizations repre- 
sented and included in this 36 were the 
mutuals, the direct writers, the large 
brokers, and a leading independent ad- 
justing firm. There was not a single 
general agency listed. 

Firms listed in this book were not 
exclusively the giants of industry and 
business. They range from firms. that 
employ as few as 30 people up to Gen- 
eral Motors which employs over 500,000. 
It seems that 36 firms out of 1,364 is 
an extremely weak showing by an in- 
dustry the size of ours. This, to me, 
is an indictment of our business. 

It takes more than a financial state- 
ment and a long history to do a modern 
job. We, as general agents and our 
industry as a whole, must have some 
of the best minds in the country, and 
the university is the place to get them. 
We must make our business more attr.c- 
tive to the bright young men who are 
coming into the business world. Thire 
is no reason whatsoever for businesses 
in other fields having an advantage over 
us in the recruiting of outstanding 
young men. 

Let us look at the opportunities that 
we are offering the young men and if 
they are not what they should be, 
correct them because if we are to meet 
tomorrow’s problems, we must have out- 
standing men ‘throughout our various 
organizations, 


Two Types of General Agents 


It seems that there can be only two 
types of general agents in the future, 
the first type being the general agency 
that has a professional underwriting de- 
partment which does not have to be 
reunderwritten in the home office and 
has a top flight mechanical accounting 
department which can report its busi- 
ness by bordereau or punch cards. This 
general agent must have a very large 
volume of business in order to withstand 
the heavy cost of his operation. He 
must be in the position to do the overall 
job so that there is no duplication of 
work at the home office. This general 
agent can justify the overriding commis- 
sion that he must have for his type of 
operation, 

The second type gencral agent will be 
the one that is primarily a production 
operation with the principals of the 
general agency doing a great deal of 
the producing themselves. This opera- 
tion will not do the underwriting job 
and will not do the accounting job but 
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will pass these functions on to the home 
office. Since this general agent has a 
cost much lower than the first, he can 
operate on a lower over-riding commis- 
sion and his existence will be justified 
by his outstanding production efforts. 

There is absolutely no room for the 
operation that is caught in the middle 
because he cannot justify the over-riding 
commission of the first, and cannot live 
on the over-riding commission of the 
second. It is my opinion that in the 
future we, as general agents, must take 
our position in one or the other spot. 
Either we must do the entire job as it 
must be done or leave it for the home 
office. The expense of duplication can- 
not remain with us and must be elimi- 
nated if we are to compete in today’s 
market. 


Must Concentrate on Profit 


Since we are a marketing function of 
the insurance industry we must con- 
stantly keep our eyes on profit. It is 
profit, and nothing else, that must be 
the end result of our efforts. This profit 
is not only made from good underwriting 
results but it is also made in the saving 
of expense, 

We must constantly keep both of 
these important items before us. The 
companies that we represent are inter- 
ested in profit—and profit alone. We are 
not dealing in friendship, loyalty, love 
and affection, and although these are 
fine qualities, they cannot be included 
in a financial statement at the end of 
the year. If we are to go forward in 
the future as we have in the past and 
if the general agency system is to 
maintain the steady growth that it has 
shown, we must memorize and concen- 
trate on the word “profit.” 





New Hampshire Fire 
Moves New Haven Office 


The New Hampshire Fire Insurance 
Group announces that its’ New Haven 
branch office is now located at 135 Col- 
lege Street. State Agent Harold F. 
Hawkins continues to supervise Con- 
necticut fire business and casualty branch 
manager Wesley F. Mueller will handle 
the casualty division in ‘Connecticut, 
metropolitan and suburban New York 
area. 





Rocky Mountain Fire 
And Mayflower Merge 


A second insurance company merger 
has cost the Montana State Treasury 
another domiciled insurance company 
and once again the matter of “Montana’s 
unfavorable tax climate” was raised. The 
proposed merger affects the Rocky 
Mountain Fire Insurance Co. of Great 
Falls which will join the Mayflower In- 
surance Exchange, Seatitle, Wash., into 
a company to be known as the Rocky 
Mountain Fire and Casualty (Co. 

B. L. Barnard, Seattle, president of the 
new company, said the organization 
would absorb all assets and liabilities of 
the other companies and will become a 
multiple line insurer with home offices 
in Seattle. 

The Montana premium tax rate is 
2.25% compared with 1% in Washington, 
Mr. Barnard said. The merger will 
become effective as soon as all the states 
involved approve the move. 





Contracts Let for New 
St. Paul Home Office 


Contracts totalling more than $5,000,- 
000 have been let for the new home office 
building of the St. Paul Fire & Marine 
nsurance ‘Co, About 30 firms throughout 
the country competed for the construc- 
tion work and installations. The new 
building will be on the site of the old 
building and adjacent land which the St. 
Paul has been acquiring over a period 
of years, 

This will be one of the few office 
buildings in the nation to have escalators 
from the ground floor up. The new 
building will have 441,000 square feet of 
Space, an increase of 45% over the old 
building. 


Baer and Mueller Are 
Advanced by American 


The American Insurance Group an- 
nounces transfer of J. Humbert Baer, 
office manager at the Cleveland branch 
office, to a similar position in the Chi- 
cago office. Albert R. Mueller has been 
named to succeed Mr. Baer at Cleve- 
land. 

Mr. Baer joined the Group in 1937 as 
a file clerk at Cincinnati. He served 
in underwriting and production capacities 
until 1948 when he was promoted to 
office manager. 


He was transferred to 


Manson Wisconsin Comm. 
The Wisconson State Senate unani- 
mously confirmed Charles L. Manson, a 
Wausau insurance man, as state Insur- 





Cleveland in 1955 when that branch was 
opened. A native of Ohio, he attended 
the University of Cincinnati. 

Mr. Mueller began his insurance career 
with the Group in 1954 as an accountant 
in the head office. The following year he 
was transferred to Cleveland and named 
accounting supervisor, the position he 
held before his present promotion. He 
was born in St. Louis and is a graduate 
of Rubican Business College. 
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ance Commisioner for a four year term. 
Mr. Manson, a Democrat, succeeds Paul 
J. Rogan, who has taken a job as execu- 
tive vice Mortgage 
Milwaukee. 
floor 


president of the 
Guaranty Insurance Corp., 
Mr. Rogan, former Republican 
leader of the Senate, held the state posi- 
tion for about three and a half years 

The Senate also unanimously agreed 
on a certificate of appreciation for Mr. 
Rogan to be prepared by the legislative 
reference library. The certificate was 
proposed by Senator Hendee (Rep., Mil- 
waukee), who said Mr. Rogan ‘had done 
an excellent job. 
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Harold A. Young Joins 
G. A. Allsopp, Inc., Millburn 


HAROLD A. YOUNG 


Harold A. Young, who has a_back- 
ground of 30 years in the production end 
business, operating 


of the fire-casualty 

in metropolitan New York, has joined 
the real estate and insurance ‘firm of 
George A. Allsopp, Inc. of Millburn, 


N. J. He will serve as an associate mem- 
ber of this agency. 

A native of East Orange, N. J., Mr. 
Young did real estate selling after grad- 
uation from thigh school and then joined 
Crum & Forster in its metropolitan New 
York production department. After 15 
years with that organization he con- 
nec ted with the Home of New York and 
served for some years as assistant man- 
agier in its metropolitan N. Y. depart- 
ment. 


Smith Heads NAIA’s 
Expanded Research Dept. 


Creation of a newly named research 
and development department of the Na- 
tional Association of Insurance Agents 
headed by Lawrence F. Smith is an- 
nounced by William A. Pollard, execu- 
tive secretary. The department will have 
responsibility for all NAIA research, 
technical, agency management and ed- 
ucational functions. 

Activities will be expanded to coordi- 
nate all NAIA’s major technical commit- 
tees in one department. These include 
property, casualty, metropolitan and large 
lines, rural and small lines, and fidelity 
and surety. 

In addition to developing its own 
numerous research programs, such as 
agency cost surveys and policy-writing 
studies, the new research and develop- 
ment department will work more closely 
with other key New York office depart- 
ments, particularly promotion, advertis- 
ing and the American Agency Bulletin, 
in dev eloping factual statistical data for 
all major NAIA ‘projects. 

Mr. Smith is well known. as author 
of many NAIA agency handbooks and 


has been a speaker on numerous con- 
yention programs. 





W. L. PERRIN & SON MOVES 


Takes Larger Space on 10th Floor at 75 
Maiden Lane, N. Y. After Many Years 
On Grade Floor of Same Bldg. 

W. L. Perrin & Son, Inc., multiple 
line agency at 75 Maiden Lane, New 
York, moved over the past week-end 
to tenth floor space in the same building 
This has resulted in consolidation of all 
facilities of the agency on one floor and 
all “under one roof.” 

The agency’s expansion and improved 
facilities are pointed to in a_ bulletin 
to brokers and agents, signed by Julius 


L. Ullman, president of W. L. Perrin 
& Son, Inc. All lines of fire, life, A. & 
H., automobile, inland-ocean marine 


and general casualty are writiten. 





Carson Is Honored by 
Glens Falls Ins. Board 


Russell M. L. Carson was honored at a 
dinner party at the Glens Falls Country 
Club by the Glens Falls Insurance Board 
in appreciation of his many years of 
service and outstanding contributions 
to the local board and the New York 
State Association of Insurance Agents. 
He not only served as president of the 
association from 1938-40 but has served 
on numerous committees over the years. 
He was presented with the association’s 
past presidents plaque. 

Mr. Carson, who recently celebrated his 
75th birthday, has been in the insurance 
business since 1901. He is a partner in 
the insurz ance agency, Carson and Duffy 
Inc. 

The plaque was presented by Robert 
Crawford, vice president of the Glens 
Falls Insurance Co. . Crawford was 
introduced by W. Joseph McPhillips, a 
director of the New York Agents Asso- 
ciation. Mr. McPhillips spoke about the 
association’s program for the coming 
year and problems of the local agents. 
Daniel Shine, president of the local 
board, presided at the meeting. 


GOYER GETS ALA. F. & C. POST 

Fidelity & Casualty of New York 
(America Fore Loyalty Group) has ap- 
pointed James L. Goyer as resident man- 
ager in Birmingham, Ala. Mr. Goyer, 
succeeding C. A. Spencer who retires 
after 25 years service, is a member of 
the advisory committee of the Associa- 
tion of Casualty & Surety Cos, 

























Holmes Heads Brokers’ 


Governing Committee 


Melvin A. Holmes, vice president of 
Frank B. Hail & Co. of New York, was 
elected chairman of the governing com- 
mittee of the Naticnal Associatic on of 
Insurance Brokers at the first meeting 
of the newly elected committee. Mr. 
Holmes has been a director and member 
of the governing committee for two years 
and has been chairman of the product 
research committee. At this meeting the 
governing committee also named _ the 
chairmen of a number of committees 
for the following year: casualty, John 
S. Grasty, Jr.; nuclear energy insurance, 
David H. Winton; product research, 
Melvin A. Holmes; public inficrmation, 
G. Edward Nichols; membership, John 
T. Harrison, Jr. 

The firm of LaBow, Haynes Co., Inc., 
Seattle, was elected a sustaining member 
of the association. The product research 
committee’s recommendation of general 
principles to be incorporated in the new 
proposed single form to renlace the man- 
ufactures output policy and the industriel 
property floater were apprcved in final 
form for submission to the Mut'ti-Peril 
Insurance Conference this week. These 
recommendations took into consideration 
suggestions made by member associa- 
trons and sustaining members through- 
out the country. 





Rochester Agents Head 


Univ. Insurance Courses 


James C. Duffus, CPCU, is organizer 
and he and James T. Henderson are in 
charge of the two insurance courses be- 
ing offered by the University of Roches- 
ter at Rochester, N. Y. this coming 
school year. Both these young men are 
associated with the James Johnston 
Agency, Inc., with Mr. Duffus assistant 
treasurer and son of Secretary Roy A. 
Duffus, and Mr. Henderson assistant sec- 
retary and son of Vice President Leonard 
H, Henderson of the agency. A general 
insurance course is offered by the uni- 
versity for the Fall term and a casualty 
insurance course for the 1960 Spring 
term. 

Other members of the Monroe ‘County 
Association of Insurance Agents will aid 
in lecturing on special topics. These 
courses enables students to take the New 
York State examinations for agents’ and 
brokers’ licenses. Theodore Tuke, CPCU, 
new president of the Monroe County 
Association, is another of the younger 
men who has been a leader in Rochester 
insurance educational work. 





Fred W. Townsend Dies 


Fred W. Townsend, an insurance 
agency operator in Rochester, N. Y. died 
recently. He retired from his insurance 
business about 10 years ago. 

‘(Carl W. Stehler, who became a part- 
ner of Mr. Townsend a few years ago, 
now operates the business in the First 
Federal Savings Building, 
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Edgett Resigns as Sec’y 
Of New York Federation 


Russell Edgett announces his recent 
resignation as secretary of the Insurance 
Federation of New York, an executive 
post he thas held since April, 1954. Mr. 
Edzett, who recently became most loyal 
gander of the New York Pond of Blue 
Goose, is a veteran in the New York 
Metropolitan insurance field. 

A former president of the New York 
City Asscciation of Insurance Agents, 
Mr. Edgett is widely known in both the 
York State. He was as- 
than 20 years with 


city and New 


sociated for more 


Thomas J. Hogan, Inc., general agents, 
and was president of that agency for 
over Six years. 

Mr. Edgett’s insurance career spans 
three decades in both agency and com- 
pany operations, Active on all levels of 
the business, he is a member of the 
Drug .& ‘Chemical Club, Insurance So- 
ciety of New York, Insuranicce Square 
Club, Insurance Post of American 
.egion, and both New York City and 
Garden State Ponds of Blue Goose. He 
is a resident of Summnit, N. J. 

Mr. Edgett will fly to Los Angeles 
the latter part of this month to attend 
the Grand Nest convention of the Blue 
Goose. Following a two week stay on 
the West Coast for the convention and 
other business, Mr. Edgett will return 
to New York and expects to announce 
his plans at that time. 





MOVES TO NEW OFFICE 
The Zurich-American branch office at 
Jackson, Miss., has been moved from 
Deposit Guaranty Bank Building to its 
own new building at 330 North Mart 
Plaza, according to E. Don Moore, 
branch manager. 
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Mutual Companies And 
Agents on Automation 


SESSION HELD IN WASHINGTON 


Some Companies to Write Policies for 
Agents; Others to Bill Directly; 
Objections by Some Agents 


Twenty-two mutual agency companies 
plan to write policies for their agencies, 
mostly with electronic equipment, and 
eleven plan to bill policyholders direct- 
ly. Twenty-seven will prepare the bills 
and send to agents for mailing to policy- 
holders. These findings, from 52 re- 
turns mailed to the 85 companies which 
make up the advisory conference of mu- 
tual agency companies, triggered an 
open discussion between company men 
and mutual agents in Washington. The 
agents were members of the automattion 
committee of the National Association 
of Mutual Insurance Agents. 

Serving with Chairman George W. 
McKiever of Miami, Fla., were Gay W. 
Milbrandt of Pelham, N. Y., president 
of the New York Agents Group; Harry 
E. Uhler of Baltimore, past president 
of the National Association of Mutual 
Insurance Agents, and John Keyser of 
Kalamazoo, Mich., first vice president of 
the National Association. 


How Changes Affect Agents 


Company participants from 11 leading 
mutual agency companies joined in the 
discussions, which centered around the 
questions: what will these changes mean 
to the local mutual agent; what effect 
will they have on company-agents rela- 
tions; will the present agent become a 
captive of one or more companies; will 
he be a consultant; will he operate an 
agency which serves both the mass mar- 
ket and large accounts ? 

The committee, authorized by NAM- 
IA’s board of directors in March as a 
sequel to its cost survey, had been ap- 
pointed by President Henry D. Bean 
of Haddonfield, N. J., who was present 
at the meeting. 

Other related issues faced were con- 
tinuous policies, direct billing, agency 
ownership of expirations, issuance of the 
first policies or just renewals, the enor- 
mous cost of the electronic equipment, 
which some company officials said frank- 
ly was prohibitive to them, and issuance 
of fire policies. 

Some agents had faults to find with 
the use of automation, pointing out its 
percentage of error, its removal of ‘the 
human element from the agent-policy- 
holder relationship, and some companies 
said they had no plans for automating. 
Chairman McKiever held to the meet- 
ing’s purpose to search out the facts and 
try to predict the future for the mutual 
agency industry. 

The NAMIA committee met after the 
full conference and charted plans for its 
future efforts. They include a continu- 
ing searching out of developments and 
trends and formulating of a detailed 
position for presentation at NAMIA’s 
1959 annual convention in St. Louis 
October 19-21. 





Adjusters Hear Cantor 


(Continued from Page 18) 


prehensible practices frequently engaged 
in by many of your predecessors. 

“Happily, few of the old time pro- 
moters and sharpshooters remain in cir- 
culation; public adjusting has come of 
age. Today you have dignity and pro- 
fessional standing. You are expected to 
meet and conform to the high standards 
of ethics that characterize the insurance 
industry generally. 


Self-Policing and Proper Supervision 


_ This transition to dignified maturity 
has resulted in large measure from 
Proper supervision by various State In- 
surance Departments. It has also been 
accomplished through self-policing and 
activities founded on enlightened self- 
mterest on the part of onganizations such 
as yours. Many states today require 
public adjusters to be qualified and li- 
censed, and in the process the incom- 


petent and untrustworthy are elimi- 
nated,” Mr. Cantor observed. _ 
“As a result of our efforts in New 


York State, as you are undoubtedly 
aware, one of the worst of the old-time 
evils has been removed and public ad- 
justers are prohibited from soliciting 
business at times other than during the 
day. The nocturnal fire-chaser is, we 
hope, largely a thing of the past. 

“Another example here in New York 
State of the beneficial result of effective 
cooperation between yourself and the 
Insurance Department, was the removal 
of the ban on the practice of reasonable 
fee-sharing with the broker of record. 
This practice, as you know, was legalized 
several years ago in this state in re- 
cognition of the basically legitimate 
principle involved. 

“The licensed public adjuster and those 
charged with the duties of insuranice 
regulation are both servants of the pub- 
lic. It is our duty to protect the in- 
iterests of the public and, in my view, 
by doing so effectively we also promote 
the well-being of the insurance industry. 
To the extent that the public adjuster 
meets the trust of his profession, to the 
extent that you police yourselves and 
strive constantly to raise and maintain 
vour own standards of conduct, our job 
is made easier and more rewarding. So, 
too, is your standing in the industry and 
the community at large advanced and 
your services become more desirable 
to the public. 

“Thus, continued close cooperation be- 
tween the practitioners in your fie'd and 
we in the regulatory authority is, I sub- 
mit, essenttial if we are both to serve the 
public and the industry most effectively.” 

President Gordon, in his annual report, 
covered a wide range of subjects includ- 
ing relationships with insurance com- 
panies and his views of the future. On 
these topics ‘he said: 

“Our future growth requires that we 
give sober thought and intelligent con- 
sideration to the entire problem of our 
relationship with insurance underwriters 


and ‘their representatives. This is a 
challenging problem with important im- 
plications. 


“What is the prevailing impression of 
the public adjuster generally among the 
‘higher echelon of some insurance under- 
writers? It is unnecessary to particu- 
larlize—no close observer, be he an 
agent, broker, assured, or public adjuster, 
can be blind to ‘the existence of subtle 
and insidious antagonisms. The public 
adjusting profession, regretfully, in too 
many instances, is still encumbered by 
old and outmoded prejudices which have 
no place in our modern business world. 
This myopic attitude unfortunately man- 
ifests itself in many ways. 

“It is palpably evident that there is 
no logical or plausible explanation, nor 
is there any just ground for its continued 
existence. It is a thoroughly unbusiness- 
like and an unjust concept. You cannot 
criticise or condemn an entire profession 
or industry for the misconduct of the 
relatively few. Is it fair to blame or 
condemn the entire legal and medical 
professions and the banking fraternity 
for the misconduct, malpractice, or de- 
falcations of the few? To any fair- 
minded and clear-thinking person, the 
answer is obvious, 


“It is, therefore, of transcendent im- 
portance that this obsolete thinking be 
counteracted. We must have the initi- 
ative and resourcefulness to ameliorate 
this condition, 

“To a close observer, it is difficult 
to understand the reasons for this an- 
tiquated attitude. An insurance contract 
(policy), subject to its conditions, agrees 
to pay the insured’s loss—no more and 
no less. This requires a meeting of the 
minds of both the company and tthe 
accredited public adjuster, for rarely 
is an assured trained or equipped to 
properly evaluate highly technical claims. 

“We are engaged in a significant and 
vital undertaking and ‘have made a valu- 
able contribution not only ‘to the insur- 
ance industry but to the economy ‘and 
prosperity of the country. Moreover, 
the licensing laws of some 25 states in 
the union constitute a legal recognition 
of the status of the public adjusting pro- 
fession. Adjusting for the assured is just 
as important and as honorable as ad- 
justing for the insurance underwriters. 

“In this age of enlightenment and mu- 
tuality of interests, the members of our 
organization are indeed entitled to, and 
should graciously be ‘accorded, the re- 
spect, confidence and cordial cooperation 
of the entire insurance industry to the 
end that there will be a full under- 
standing and hearty acceptance of our 
aims and principles. 


View of the Future 


“I confidently believe that we are des- 
tined to play a dominant role in our 
profession, provided we continue to ad- 
here to the established standards of fair- 
ness and the aims and objectives of our 
association,” President Gordon said. 





Daenzer Article 


(Continued from Page 26) 


procedure is to insist on a good in- 
dependent report, a signed application 
and the rate is anywhere from one and 
one-half to two times board. Of course, 
someone at a night club or the girl with 
no visible means of support may be 
charged five to ten times board. Garment 
contractors on the commercial side of 
inland marine have proven very dif- 
ficult. Here there is a need for the 
exact fire rates, an adequate load for 
additional perils, and a duductible on 
transit, parcel post and water damage. 

In the liability classes such as O. L. 
& T., manufacturers and contractors 
or comprehensive general, it is essential 
that there be an inspection in advance. 
The insured pays for this and sends a 
deposit check with his application. Rates 
are a minimum of one and one-half times 
with a deductible wherever there is 
frequency of loss and adjusting expense. 
In difficult risks of size, a deductible of 
$1,000 or $2,500 or $5,000 may be used 
with an aggregate excess over a period 
of three years and a delegation of proper 
claims handling to a good firm by the 
surplus lines broker. 

Relatively speaking there is not much 
written in burg'ary and fidelity. The mar- 
ket is very ‘restricted and the charges 
are very high. In all of these classes, 
it is very expensive to ‘handle small lines 
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in London. It is far better to use a non- 
admitted domestic carrier who has the 
machinery for local claims handling, local 
inspections and local underwriting. If 
this business is spread by reinsurance, it 
is economical to handle it on a rein- 
surance bordereau basis without the 
heavy cost per item. 


Capacity Problems 


On the fire side, there is a large vol 
ume of warranty business, under which 
the non-admitted carrier follows the 
same terms and conditions as the com- 
pany used as a warranty. If the domestic 
company will take $10,000 or more and 
the loss record and physical conditions 
are satisfactory, the surplus line will 
usually be written at the same rate. On 
large lines just as in the United States, 
plans and engineering reports are very 
helpful. As far as I can judge, the total 
capacity at Lloyd’s is only about five 
million and with other companies and 
reinsurance, some ten million. If the 
class is poor, you can run out of market 
rather quickly. The local agent some- 
times feels or expects that the London 
market is inexhaustible. It is not and 
many a line can become marketless. 

Business interruption lines can be tre- 
mendous. We sometimes find that the 


broker or agent has not placed busi- 
ness interruption because the has ex- 


hausted his domestic markets on the 
direct damage. It is essential that it 
be sold and is just as important as the 
direct to the manufacturer, retailer and 
wholesaler. Contingent U. & O., whether 
it be a supplier or an outlet, can pyramid 
additional values. Here the London mar- 
ket can be extremely helpful. 

More and more domestic casualty 
companies are keeping their automobile 
limits low or restricting premises li- 
ability, products or comprehensive gen- 
eral. By all means get your domestic 
company to take $25/50/25,000. I warn 
you that the $20/40,000 excess of $5/10,- 
000 has become very, very costly under 
Lloyd’s scale. The method of rating ex- 
cess limits has become quite cut and 
dried and there is a stable market with 
minimum permiums and charges that are 
very fair for the higher limits required. 
Products and Malpractice liability are 
frequently in need of substantial limits 
not available in the domestic market. 

In inland marine there are huge re- 
quirements for installation floaters and 
certain types of equipment floaters, 
Large personal accident coverages for 
travel and for continuous 24 hour cover- 
age are available on a world-wide basis. 
Warehousemen’s legal liability lines are 
often huge and in need of Lloyd’s treat- 
ment. 

Whether it is direct damage or third 
party, if it is necessary to layer ‘the line, 
do not be surprised if the higher layers 
cost more than the lower layers. It 
merely means that the market has 
thinned out to such a point that in seek- 
ing capacity the broker cannot secure 
additional market except at a_ higher 
price. There is no logic to iit; ome just 
must accept the fact at times that the 
higher excesses will cost more if you 
are pushing for very high ‘limits. 


(To Be Concluded) 
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Leste & Lancashire Group Shows 
1958 Results Improved Over 1957 


Overall worldwide results of operations 
of the London and Lancashire Group, al- 
though still far from satisfactory, were 
considerably better in 1958 than in 1957 
Chairman R. M. Preston told the recent 
97th annual meeting in London. The 
consolidated balance sheet for the com- 
pany and its subsidiaries show assets at 
the close of 1958 of £67,901,746 against 
£64,528,894 on December 31, 1957. Net 
world figures show 1958 premium income 
from fire, casualty and marine of £34,495,- 
074 against £33,281,218 in 1957. There was 
an underwriting profit of £106,329 in 1958 
against an underwriting loss of £547,399 
the previous year. 

Mr. Preston stated that the modest 
rise in premium income is the result of 
deliberate pruning of fire and casualty 
premium income in the United States. 
Reviewing the results of various branch 
of insurance Chairman Preston reported: 

“Here the picture is much brighter than 
a year ago. Improved or less adverse 
North American experience, and better 
results in other territories, are reflected 
in the emergence of a modest profit in- 
stead of the Josses which in the two pre- 
ceding years marred the fifty years’ 
record of this Department. The com- 
parison with 1957 is:— 


1958 1957 

Premium income. £13,163,608 £12,926,296 
Underwriting profit £ 150,319 —— 

Underwriting loss.. — £ 455,629 

BE: sc tcssenes 1-14% 3-52% 

(Profit) (Loss) 


“Outside the United States and Canada 
the overall result is satisfactory, notwith- 
standing the fact that political strife in 
several territories in which we have old 
and valued connections has been accom- 
panied by violence and_ destruction. 
Claims attributable to these causes. al- 
though not as numerous as might have 
been expected, have nevertheless had 
an impact on the accounts. In Egypt, 
notwithstanding the severance of direct 

relations after the Suez 4 ration, we 
var other companies in the London mar- 
ket shared, by way of reinsurance, in 
1 £2,000,000 loss due to a timber confla- 
gr ition in the dock area at Alexandria 

a striking example of the way in which 
insurance transcends national barriers. 

“That the general foreign field as a 
whole has produced a satisfactory profit 
illustrates once again the wisdom of not 
having all our eggs in one basket. 

‘The results at home, although not as 
good as in the previous year, have also 
been satisfactory, despite some serious 
fires, storms in the south east of Eng- 
land on September 5 cost us some 
£30,000 net, mostly in small sums. 


Casualty Experience 


“The results of this Department com- 
pares with those of the previous year as 
follows :— 


1958 1957 
Premium income. £ 16,564,057 £15,673,637 
Underwriting loss. £ 343,990 £ 441,770 
ON a ee 2-08% 2-82% 


“The accident account is again domin- 
ated by unsatisfactory motor business 
in most of the main territories in which 
we operate, despite the steps which 
companies generally have taken (where 
they are free to do so) and despite the 
tightening up of underwriting procedures 
which we ourselves have instituted. In 
Great Britain, where there are already 
more motor vehicles per road mile than 
in any other country in the world, the 
volume of traffic is ever increasing at a 
faster rate than schemes for road im- 
provement. In 1958 alone half a million 
new cars were registered. 

“Abroad in many places rapid indus- 
trialization and growing prosperity are 
closely attended by extensive mechan- 
ization of transport. Often accidents 
occur at considerable distances from 
populated places, damaged parts are not 
readily available and repairs are costly. 

“Mechanization in turn is closely fol- 
lowed by compulsory insurance of ‘third 
party’ risks, the very universality of 


which encourages juries to make extrava- 
gant awards. I am afraid it is not gen- 
erally recognized—even in countries with 
a long tradition of insurance—that insur- 
ance is simply a means of sharing a bur- 
den and that if the burden hv wav of 
claims is increased the contributions by 
wav of premiums must sooner or later 
follow suit. 

“Unfortunately the biggest single fac- 
tor of all in motor insurance—the stand- 
ard of care in driving—is the least sus- 
ceptible to standard rating. It is, how- 
ever, allowed for by the ex post facto 
method of granting discounts to those 
whose claims record is good and apply- 
ing more stringent terms to those whose 
claims record sugeests they are accident 
prone. Despite its imperfections this 
method has the great merit. apart from 
its equitv, of encouraging safety on the 
roads. As I foreshadowed last year. 
there may well be some stepping-up of 
‘no claim’ discounts as and when basic 
rates are revised. and it will hardly be 
surprising if stiff terms for bad claims 
records tend to become stiffer. 

“Employers’ liability (or workmen’s 
compensation) business has again been 
unnrofitable, especially in Australasia. 

“Another section of the Accident ac- 
count which is going through a lean time 
is the aviation department, where we are 
feeling the effect of the insensate market 
competition of the last few years. Pro- 
posals for remedying this state of affairs 
are now under discussion. Our under- 
writer has taken a leading part in for- 
mulating and pressing these suggestions, 
which have had encouraging support in 
the market. Provided they are accepted 
there is reason to hone for a return to 
sound underwriting. The advent of the 
large jet airliner with its little known 
problems of stress and fatigue. its high 
hull value and even higher liability po- 
tential is another factor causing con- 
siderable thought for aviation under- 
writers. 

“The results in other sections of the 
accident account have been satisfactory. 


Reducing Business in U. S. 


“A considerable part of our overseas 
fire and accident business is derived from 
North America. In the United States we 
have again sustained losses in the fire 
and accident departments, though less 
than in either of the previous years. The 
improvement has been assisted by the 
absence of any major catastrophe, by 
increases in premium rates in some sec- 
tions of business and in some states, 
and by reductions in discounts for long- 
term policies. A return to profitable 
conditions, especially in respect of auto- 
mobile business, is still retarded by the 
unwillingness of the regulatory authori- 
ties in some states to allow increases in 
premium which are justified by the 
claims experience. 
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“A truer appreciation of where public 
interest really lies must eventually pre- 
vail, In the meantime, we are doing what 
we can to prune our business without 
undue risk of lasting detriment to the 
goodwill which we have built up over 
the years. As a result of this pruning 
our premium income in the United 
States, in both fire and accident depart- 
ments, is a little less in 1958 than in 
1957, nothwithstanding such rate in- 
creases as have been obtained. 

“We have also carried to completion 
the process of consolidating our fire and 
accident operations in the United States. 
From the close of 1958 the Law Union 
and Rock Insurance Co, Ltd. has been 
withdrawn and its business there has 
been absorbed by another member of our 
group, the Safeguard Insurance Co., 
which now has a surplus for policy- 
holders of $12,000,000. A little over two 
years ago our fire and accident busi- 
ness was spread over five of our com- 
panies, Now it has been concentrated in 
the London and Lancashire and Safe- 
guard. The resultant strengthening of 
surpluses and economies in working 
should help us through the testing times 
which still lie ahead, and stand us in 
good stead when conditions are more 
propitious for expansion. 

“Worthington W. Smith, our manager 
for the United States, has already passed 
the normal age of retirement, and the 
time for which he agreed to remain in 
office in order to carry through the re- 
organization is now drawing to a close. 
He is to be congratulated on the smooth 
manner in which the transition has been 
accomplished, and we owe him our 
warmest thanks for the skill and care 
with which he has guarded our interests 
during another difficult year. 

“Charles E. Dox, hitherto manager of 
the western department, with headquar- 
ters at Chicago, has been appointed 
deputy United States manager. He 
brings to our chief office in Hartford a 
wealth of experience and knowledge of 
our business. 

“In Canada, where our business is 
smaller than in the United States but 
still important, the trend of results has 
been somewhat similar, both fire and 
accident departments again show a loss, 
but considerably less than in either of 
the two preceding years. Here there are 
several encouraging signs. One of the 
dominant reasons for the adverse exper- 
ience of recent years was the intense 
competition which followed a_ period 
of relatively favorable results. During 
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1958, thanks to a realization of the 
dangers by both the independent and 
the board (or tariff) companies there has 
been a definite trend towards more real- 
istic premium rates, and some curbing 
of the over-extended forms of cover 
which had come into being. This process 
was aided by an overhauling of the 
board system of consultation within the 
industry, which had previously operated 
largely upon a Provincial basis but has 
now been transformed into an effective 
Dominion-wide organization. 

“Above all, the improvement in condi- 
tions has been facilitated by the helpful 
attitude of the Dominion and Provincial 
Insurance Superintendents who, though 
ever watchful of the public interest, have 
recognized that financial strength is a 
sine qua non in insurance, and that an 
industry cannot be strong if it goes on 
working at a loss. 


Marine Department 


“Figures of the department, reflecting 
mainly the operations of our two marine 
companies, the Marine Insurance Co. and 
the Standard Marine, were :— 


, 1958 1957 
Premium income ... £4,676,409 £4,681,285 
Transfer to profit 

BOG BOBS 565556 0.0% £ 300,000 £ 350,000 
Balance of Under- 
writing funds— 

all years ..:..... £5,232,759 £5,129,384 

UNIO: Se ocseeee 109-76% 109-57% 


“The deteriorating trend in market 
conditions to which I referred last year 
explains the reduced transfer from closed 
accounts. The recession in world trade 
and commodity prices has reduced insured 
values of hulls and cargoes, caused the 
laying up of many vessels, and must re- 
duce the volume of premium income. 
There is still no sign of abatement in 
the rising cost of repairs. 

“The only bright spot in the picture 
is the likelihood that the decline in 
orders for new tonnage, and the reduc- 
tion in overtime working, will eventually 
lead to more competitive bids for ship 
repairs, 

“Against this background it is satis- 
factory that our premium income has 
been so well maintained. For this our 
thanks are due to our underwriters, Mr. 
MacDiarmid and Mr. Scott, and to the 
loyal support of branches and agencies 
at home and abroad. Both companies are 
especially fortunate in their representa- 
tion in the United States and I would 
like again to record my thanks to Chubb 
and Son and W. J. Roberts & Co. for 
the skillful way in which they manage 
the affairs of the Marine and the Stand- 
ard Marine respectively in that impor- 
tant and difficult field. 


Interest and Dividends 


“The progressive rise in interest rates 
in the United Kingdom on which I com- 
mented a year ago was reversed during 
1958, and the depreciation in the market 
value of our sterling investments has 
been more than recovered. 

“In the United States interest rates 
also fell during the early part of the 
year, but finished higher at the end of 
the year than at the beginning. We took 
advantage of market conditions to re- 
duce considerably our holdings of United 
States Treasury issues and to increase 
our holdings of corporate bonds and 
common stocks, As many of the securi- 
ties sold had been acquired when the 
$ stood at 4.85 or 4.03 to the £, a side 
effect of these transactions was a sub- 
stantial capital profit in sterling which, 
as usual, has been carried to investment 
reserve. The interest account for the 
first month exceeds £1,000,000.” 
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New Installment Premium 


Plan in New England 


A new deferred premium payment plan 
for Maine, Vermont, Massachusetts, 
Rhode Island and Connecticut, effective 
July 6, is announced by the New England 
Fire Insurance Rating Association. 

The new plan suppl: ints the previous 
installment premium payment plan in 
effect since April 4, 1952. Its basic pur- 
pose is to equally distribute premium 
payments over a period of three to five 
years. 

Under the old installment plan, the in- 
sured paid the full one-year premium for 
the first year and 88% of the one-year 
premium for each additional year’s fire 
insurance for a term of three or five 
years. Manual Rule 52A abrogates the 
rules relating to the “insittallment pre- 
mium indorsement” so that policies writ- 
ten on or after July 6, 1959, when written 
on other than a prepaid basis, shall be 
written subject to the provisions of the 
new deferred premium payment rules. 
However, as an exception, renewals of 
policies with an inception date prior to 
Aug. 20, may be written under the rules 
previously in effect for the installment 
premium indorsement. Whether the pol- 
icy is written for a three-year or five- 
year term, the deferred premium pay- 
ment rate and charge are developed 
in the same way: 35% of the three year 
rate. 

“Multiply the amount of insurance 
by the D. P. P. annual rate to get the 
amount of premium due at the inception 
of the policy and the same premium 
becomes the amount due at each subse- 
quent anniversary, whether the policy 
is written for three or five years,” NE- 
FIRA states, 





Pickles Secretary of 
National of Hartford 


The National Fire of Hartford an- 
nounces election of John F. Pickles as 
secretary of the Naltional of Hartford 
Companies. Born in Hartford, Mr. 


Pickles attended Manchester High 
School and Mount Union College in Al- 
liance, Ohio before entering the Army 


Air Corps. 

In 1946 he joined the National and for 
a short time served as a fieldman in 
Connecticut. Appoinited special agent 
for Oklahoma in 1947 and later state 
agent. he was transferred to Missouri 
in 1957 to serve as manager of the fire, 
marine and multiple peril division of the 
Kansas City branch office. In 1958 he 
was advanced !to manager of Continental- 
National Group operations there. As 
secretary, he will supervise the field and 
agency activities of the National in the 
Southern states. 





Directory of Adjusters 


The 1959 edition of Best’s Directory 
of Adjusters and Investigators, a na- 
tional standard reference work of ex- 
perienced insurance adjusters and invest- 
igators, has just been published. This 
748 page directory is designed to list only 
the more experienced and competent ad- 
justers and investigators in tthe United 
States and Canada. Admittance is limited 
to only those adjusters recommended by 
the claims representatives of insurance 
companies. 

The Directory may be obtained at the 
home office of Alfred M. Best Company, 
75 Fulton Street, New York 38, N. Y., 
or through its branch offices in ‘Atlanta, 
Boston, Chattanooga, Chicago, Cincin- 
nati, Dallas, Los Angeles, and Richmond. 





SUTTON SPECIAL IN FLORIDA 
The Great American has named Quincy 

Sutton, Jr. as special agent with 
headquarters in Tampa, Fla. He will 
ave supervision over all fire classes 
written by the company, Mr. Sutton is 
a graduate of Duke University. He has 
lad extensive training in the home office 
and served as a fieldman in another 
territory, 


Texas Rating Formulas 


For Fire, EC Approved 


Official orders approving formulas for 
adjusting fire and extended coverage 
rates in Texas, became effective July 
1, have been issued by the State Board 
of Insurance. For fire the formula pro- 
vides for total expense provisions of 
48.1% and permissible loss ratio of 51.9%. 
Items in the expense portion are: total 
production, 30%; general expense, 8.73%; 
taxes, licenses and fees, 4.33%, ‘and profit 
and contingencies, 5%. 

For the inland EC territory the for- 


mula lists total expenses of 48.3% and 
permissible loss ratio of 51.7%. The ex- 
pense factors are: total production, 30%; 
general expenses, 8.95%; taxes, licenses 
and fees, 4.33%, and profit and contin- 
gencies, 5%. 

The fire formula is to be applied to the 
latest five-year experience, with premi- 
ums adjusted to an earned basis at the 
current rate level. An experience of 10 
years is to be used with the EC formula. 
The order also includes a table of credi- 
bility factors on premium volume, rang- 
ing 100% for $1,000,000 or more, down 
to 75% for $500,000 and still further down 
to 35%, arranged in brackets of $50,000, 
for $100,000 in premiums. 


PETER H. MADSEN DIES 
Peter H. Madsen, General Adjustment 
Bureau branch manager at Plattsburgh, 
N. Y., since that branch was opened 
about a year ago, died last week. He 
joined the GAB in 1947 at Malone, N. Y. 





PATTERSON OPENS OFFICE 

Arthur G. Patterson, Minneapolis, has 
announced that he will launch his own 
independent insurance claim adjusting 
service effective July 6. Mr. 
will handle all types of claims for insur- 
ance companies. 
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THE NEW 
INSURANCE TEST-CHECK 
provides a handy form for 
easy checking of your client’s 
personal insurance program. 


... Checks critical points! 

... Dramatizes the new 
Homeowners! 

... Fits right in with your 
residential prospecting 
program! 

... Points the way to full client 
satisfaction! 


A SIMPLIFIED 

PREMIUM PAYMENT PLAN 
for the client who desires the 
convenience of time payments.. 
...no large down payment 

... equal charges each month 
...no slide rule, computor or 
complicated chart necessary 
... available for COMMERCIAL 
and PERSONAL lines. 


AREA TODAY! 


UNITED STATES FIRE INSURANCE CO. 
Organized 1824 
THE NORTH RIVER INSURANCE CO. 
Organized 1822 
WESTCHESTER FIRE INSURANCE CO. 
Organized 1837 
THE WESTERN ASSURANCE CO. 
U.S. Branch . . . Incorporated 1851 
THE BRITISH AMERICA ASSURANCE CO. 
U.S. Branch . . . Incorporated 1833 
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Privilege Of Using World Markets 


Placing Business in Lloyd’s and Other Centers Has Become 
Important to Producers; Sub-standard Business; Capacity 
Problems, all Risk Protection, Deductible Forms 
By Bernarp J. DAENZER 
President, Wohlreich @ Anderson, Ltd. 


a sunplus lines broker licensed in the 


Bernard \J. Daenzer, president of Wohl- 
reich & Anderson, Ltd., of New York 
City, executive vice president of _ the 
Gibraltar Fire & Casualty and the Four 
State Life Agency, Inc., discussed world 
insurance markets when he spoke before 
the annual meeting of the Mississippi As- 
sociation of Insurance Agents. His paper, 
covering numerous phases of world mar- 
kets and broad coverage, follows m two 
parts. 


Part I 


Since the war, placing of ‘business in 
Lloyd’s or any other world market has 
become more and more importent to 
brokers and agents. In order to handle 
many of his clients, it would not be 
possible for the producer to do the 
professional job needed without the privi- 
leze of negotiating proper coverage 
under the various Surplus Line laws. 
During these years, many business vent- 
ures could never have been undertaken 
without a Lloyd’s protection which was 
not available in the domestic market. 

Four Kinds of Business at Lloyd’s 

Basically, there are four kinds of busi- 
ness which qualify for treatment at 
Lloyd’s or in some non-admitted com- 
pany: : 

A. Sub-standard or distressed business : 
fire, auto, inland marine and casualty 
lines for difficult classes—tenement prop- 
erties, discount houses, bars, nightclubs, 
low valued properties, all sorts of poor 
occupancies. Usually, domestic com- 
panies do not want to take any portion 
of these irisks. 

B. Capacity problems on large lines. 
In direct damage coverages, there are 
bowling alleys, supermarkets, ‘huge 
hotels. There is the pyramiding of U. & 
O. insurance or contingent U. & O. On 
the third party side, there are the ex- 
cess limits going up into the millions for 
O. L. & T., Products, C.G.L. Auto, Avia- 
tion, etic. 

‘C. Special or unusual lines. This is the 


area which has always fascinated the 
press. Twin insurance, hand disable- 
ment coverage for pianists, libel and 


slander for the communications industry, 
weather coverages, and, of course, 
amusement event coverages of every de- 
scription, all of these are an interesting 
but small part of this field of insur- 
ance. 

D. Broad form coverages. These are the 
ones which interest larger brokers and 
agents the most. They are not available 
to the insured in the domestic market 
and can be extremely important. All risk 
protection which includes flood, earth- 
quake, collapse and so forth on buildings, 
contents and business interruption, 
Valued U. & O. on a named peril or 
all risk basis, umbrella liability—these 
coverages are essential today in planning 
any program for medium-sized and 
larger manufacturers, retailers, whole- 
salers and service-type risks. 

Surplus Line Requirements 


_ This is the broad picture. Before going 
into any detail on these, let’s take a look 
at the state requirements for surplus 
lines placements. The laws vary from 
state to state, but there is a general 
pattern. Some laws may seem quite 
complicated, but in practice the pro- 
cedure is quite simple: 

A. The license. The local agent or 
broker must place his business through 


state or secure such license himself. 
There is usually a special application 
with a license fee and a special bond re- 
quired for the payment of taxes and 
faithful performance. 

B. The affidavit. This is usually signed 
by the insured and by the surplus lines 
broker who is licensed in the state. Here 
is the most important obligation of the 
surplus lines broker. It is extremely 
important that business is not put in 
London for ‘frivolous reasons. There 
must be a diligent search, although 
sometimes today the agent knows im- 
mediately that it a foregone conclusion 
—domestic companies will not ‘take ‘the 
line. There may be only a requirement 
that the affidavits state that “diligent 
effort” has been made and of what it 
consisted in general terms. 

There may be a requirement that three 
or more ‘companies decline specifically 
that piece of business. In some states 
a stock agent may use a non-admitted 
carrier when he has exhausted the stock 
companies and a mutual agent the same 
way if he has exhausted his mutual fa- 
cilities. In some states a copy of tlhe 
policy or other evidence of coverage 
must be filed with the Insurance Depart- 
ment. The purpose of the Insurance 
Department is to make sure that a non- 
admitted market is not being used to 
cut domestic rates or for frivolous 
changes, such as, small deductibles, add- 
ing a few words to a form, just combin- 
ing coverages which are normally writ- 
ten on a separate basis. 


Taxation 


C. The tax. There is ordinarily a 3, 
4, or 5% tax which is added to the 
premium and reported separately to the 
state by the surplus lines broker. For 
the domestic carrier, this is normally in- 
cluded in the premium and is reported 
to the state according to the domestic 
premium tax charged under local laws. 
The non-admitted carrier does not report 
to the state and, therefore, the state tax 
is charged separately to the insured. 
The surplus lines broker may not ab- 
sorb this; it is considered rebating. 

D. Service of suit. The policy, cover 
note of certificate issued should clearly 
have the name and-address of the sur- 
plus lines broker and a person designated 


for service of suit so that the court thas 
jurisdiction. In any event, the acts of 
the surplus lines broker may legally con- 
stitute the appointment of the Commis- 
sioner of Insurance as the agent for 
service of process. With regard to 
Lloyd’s, I have never heard of any in- 
stance where suit was instituted by an 
insured and the law firm designated in 
the service of suit clause refused to ac- 
cept service of process. 

Then there is, of course, ithe Lloyd’s 
Trust Fund at the First National City 
Bank of New York, which is well over 
a quarter of a billion dollars and avail- 
able for any judgment under the trust 
instrument. Actually, as far as I know, 
it has never been necessary to go to the 
trustee. If you are concerned about the 
security available to American policy- 
holders under contracts issued by under- 
writers at Lloyd’s, I recommend the 
study published in 1955 by Charles H. 
Groves, director of insurance, The Colo- 
rado Fuel and Iron Corporation. The 
best method of ascertaining the reli- 
ability of non-admitted companies is to 
use a firm which has had long experi- 
ence as Lloyd’s brokers and knows the 
world markets well. 

E. Duty to screen carriers: while the 
laws do not make the surplus lines 
broker personally liable for loss, and, in 
fact, they forbid him to guaranitee cover- 
age, there is a heavy duty to make sure 
that the non-admitted carriers are sound. 
Diligent effort must be made to check 
financial statements, informed sources 
and people in the countries involved to 
make sure as well as possible that the 
security for the coverage is valid. 


Sub-Standard Business 


Recently the emphasis has shifted in 
the sub-standard field from the casualty 
lines to the fire lines. For ‘example, 
there has been more and more a recogni- 
tion on the part of domestic carriers that 
there is rate inadequacy on low valued 
properties. Even if they are fully insured 
to value, the first thousands of insur- 
ance are not profitable at board rates. 
Many domestic carriers are turning 
down all business under $5,000 or even 
7,500. 

In the non-admitted market, a proper 
application can be made which reveals 
loss record, construction, occupancy, pro- 
tection and actual values. Then a 
loaded premium may be charged with 
a deductible which provides an adequate 
premium. Generally, if no domestic car- 
rier will take $10,000 or more on a risk, 
it is treated as a poor class by the sur- 
plus lines broker and a loaded premium 


charged. This is not the same as ca- 
ing problems which I shall cover 
‘ater. 


There should tbe a warranty of loss 
record and prior declinations. It is odd 
how domestically we do this in the 
burglary jpolicy and yet we never use 
the representation or warranty clause on 
the fire side. 

The good part about a free market is 
that you can always place a difficult line 
on some basis. To give you an example, 
consider a small manufacturing company 
in Philadelphia with a prior loss history. 
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Hurricane and Tornado 
Research Bulletin Issued 


Insurance people in all branches of 
the industry who ‘have a financial stake 
in destruction caused by tornadoes and 
hurricanes, may check the 1958 report 
of damage from both these natural 
forces, in the Summer issue of “Weather 
Research Bulletin” just issued by Stew- 
art, Smith & Co., Inc., who publish and 
distribute the quarterly publication as a 
public service to the insurance industry. 

Last year, according to the “bulletin,” 
was relatively light as far as loss of 
human life from tornadoes went. But 
though in 1958 there were some 2() 
tornadoes less than in 1957, there were 
over 600 of them recorded, and the 
property damage will run into sizeable 
figures. Tornadoes, before 1952, rarely 
exceeded 160 or so annually in the 
United States. Now they occur four ‘to 
five times as frequently. 

The current “Weather Research Bul- 
letin” brings a progress report on hurri- 
cane research. “We are beginning to 
find out,” according to Dr. George H. 
T. Kimble, editor of the “Bulletin.” 
“Whatt makes a hurricane the demoniac 
thing it is. If we are able to learn some- 
thing of its ‘working ‘hours,’ we may be 
able to find a way of cutting them 
down.” 

Accompanying the current issue of 
the Bulletin is a supplement entitled 
“The Earth Beneath Us” which pre- 
sents, in text and illustration, a detailed 
explanation of earthly evolution and 
phenomena. Insurance executives not 
presently on the mailing list may re- 
ceive “Weather Research Bulletin” free 
of charge merely by writing for it to 
Stewart, Smith & Co. Inc., 116 John 
Street, New York 38, N. Y. 





American Foreign Enters 


Great American in Austria 

The American Foreign Insurance As- 
sociation has expanded its operations in 
western Europe by entering the Great 
American in ‘Austria. The Austrian gov- 
ernment has authorized the Great Ameri- 
can to handle marine, marine hull, avia- 
tion hull, and automobile liability insur- 
ance in that country. Ass the foreign de- 
partment of the Great American and 
15 other leading American capital stock 
fire, marine, casualty and surety com- 
panies, AFIA is establishing a branch 
office in Vienna. 





Domestic carriers would take nothing. 
There was a mortgage and insurance 
on the building was essential. This 1s 
an exaggerated case. Coverage was 
finally devised with a $10,000 deductible 
and the insured participating in 10% of 
the coverage excess of that deductible 
and the rate was three times board! 
Discount ‘houses, bargain centers and 
farmers markets are burning through- 
out the United States; the going rate 
is anywhere from 5 to 10%. Unless there 
is a moral hazard, there always is some 
protection at a price in the free World 
market. 


Deductible Across the Board 


All distressed fire business shou!d be 
written with a deductible across the 
board whether the loss is fire, lightning, 
wind or any E. C. peril. Iit is too ex 
pensive to handle small losses with a 
non-admitted carrier at a distance evel 
though there are automatic arrangements 


with draft authority in the surplus lines 


broker. 

Automobile pihysical damage business 
has been very difficult as a sub-standard 
class. Private passenger business has 
been written at a loss at one and one- 
half to two times the NAUA rates. The 
bottom of the barrel causes most of the 
losses. The rates should be about three 
times board and for those under 25 and 
the military about four or ‘five times 
board. Commercial auto has been better 
and there is a fairly stable market a 
150% to 250% of board. 

In inland marine! there is a great deal 
of difficult PPF jewelry and ‘fur bust 
ness in metropolitan areas. The usual 

(Continued on Page 23) 
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Nat’! Bureau Announces New Lawyers 
Professional Liability Policy 


A standard provisions lawyers profes- 
sional liability insurance policy is an- 


nounced ‘by the Naticnal Bureau of Cas- 
uaity Underwriters, which will now act 
as a rating organization for this form of 
insurance. The Bureau announced the 
policy on behalf of its member and sub- 
scriber companies. . 

The new form became effective July 
15 in all states except Louisiana, Missis- 
sippi, New York, West Virginia and Wis- 
consin. It was also effective July 15 in 
the D. of C. and Puerto Rico. In Texas 
the policy is advisory. 

Scope of Coverage 

The pclicy has two insuring agree- 
ments: one applies for individual cover- 
age, designated as coverage A, and the 
other for partnership coverage, desig- 
nated as coverage B. Coverage A per- 
tains to the liability of an insured for 
his individual acts and the acts of per- 
sons for whom he may be responsible. 
It does not apply if the claim for dam- 
ages is made (1) jointly or severally 
against two or more members off a part- 
nership or against any member of a 
partnership and the partnership, (2) 
against the partnership or (3) against 
the insured solely because he is a mem- 
ber of the partnership. Coverage B ap- 
plies to situations to which coverage A 
does not apply. 

Under the individual coverage, the 
word “insured” means (1) each named 
lawyer, (2) any additional lawyers who 
during the policy ‘period become partners 
of the partnership insured under cover- 
age B, and (3) if coverage is afforded 
all lawyers employed by the insured or 
by the partnership insured under cover- 
age B, any additional lawyers employed 
during the policy period by the insured 
or by such partnership. 

Under the partnership coverage, the 
word “insured” means the partnership 
described in the declarations and any 
change therein during the policy period, 
and each member thereof. 


Policy Period 


The coverage applies to acts or omis- 
sions during the policy period. It also 
applies to acts or omissions prior to the 
policy period if claim is made or suit 
is brought against the insured during the 
policy period and the insured at the ef- 
fective date of the insurance did not 
know or could not reasonably anticipate 
that the acts or omissions might be ex- 
pected to be the basis of a ‘claim or suit. 

If the insured is a partnership, an un- 
derwriting rule will require that coverage 
A must be written for the individual li- 
ability of each partner and that it can- 
not be written for any partner if cover- 
age B is not provided. 

As in the medical professional _li- 
ability policies, the settlement agreement 
Tequires that written consent of the in- 
sured be obtained before the company 
may settle any claim or suit. 

Four Exclusion 

The policy contains four exclusions 
as follows: 

1, Any dishonest, fraudulent, criminal 
or malicious act and omission of any in- 
sured, partner or employe; This same 
exclusion also appears in other profes- 
sional liability policies. 

- It excludes any claim made by an 
employer against an insured who is a 
salaried employe of such employer. Pur- 
Pose of this exclusion is to deny cover- 
age for ‘claims by corporate employers 
against employed attorneys as errors or 
ommissions of salaried employes are con- 
sidered part of the employer’s business 





risk and should be borne as such. | 

3. It excludes bodily injury to, or sick- 
ness, disease or death of any person, or 
injury to or destruction of any tangible 
prceperty. This provision serves to ex- 
clude coverage which is available under 
other forms of liability insurance. 

The fourth exclusion is that pertaining 
to nuclear energy liability. 

Limits of Liability 

Manual rates provide for a limit of 
$5,000 for all damages arising out of alll 
acts or omissions in connection with the 
same professional service regardless of 
the number of claims or claimants and, 
subject to the foregoing limit, an ag- 
gregate limit of $15,000 for all damages 
arising from occurrences during the pol- 
icy period. For three year policies, ag- 
gregate limits apply separately to each 
annual period in the same manner as for 
one year policies. The aggregate limit 
applies separately to coverages A and B. 
For coverage A the above limits alpply 
separately to each individual insured. For 
coverage B the inclusion or more than 
one insured shall not operate to increase 
the limits of liability. 

The language used in defining the 
lower limit, the Bureau explains, is in- 
tended to result in no pyramiding of 
limits in situations where more than one 
claimant may be affected by a profes- 
sional service of the insured, e.g., lawyer 
negligently handles an estate and all 
beneficiaries sue. 

The aggregate limit applies ‘separately 
to coverages A and B. For coverage A, 
the limits apply separately to each in- 
dividual insured in the same manner as 
if separate policies were issued. Lawyers 
professioal liability policies have here- 
tofore provided one annual limit regard- 
less of the number of insureds named in 
the policy. For coverage B, the inclusion 
of more than one insured does not in- 
crease the limits of liability. This pro- 
vision is intended to prevent further 
pyrtmiding of limits in cases where an 
injured party may institute suit against 
several members of a partnership. 

Policy Conditions 

In general the conditions are the same 
as those in other general liability pol- 
icies. However, there are certain condi- 
tions peculiar to this partciular form of 
coverage. It was necessary to treat with 
the notice of claim or suit condition 
differently. Under the lawyers profes- 
sional liability policy the insured is re- 
quired to give written notice to the 
company when the becomes aware of any 
act or omission which might be reason- 
ably expected to be the basis of a claim 
or suit covered by the policy. 

The subrogation condition states that 
the company shall be subrogated to all 
the insured’s rights of recovery against 
any person or organization other than 
an employe of any insured. 

The other insurance condition provides 
that with respect to acts or omissions 
which occur prior to the policy period, 
the insurance shall apply only as excess 
insurance over any other valid and col- 
lectible insurance and shall than apply 
only in the amount iby which the appli- 
cable limit of liability of the lawyers 
professional liability policy exceeds the 
sum of the applicable limits of liability 
of all such other insurance. 


Determining Premium Rate 
The premium for. the policy is de- 
termined by charging a rate of $26 for 
basic limits for each lawyer included 
within the definition of insured who is 
named as jnsured in the policy, and a 





SMITH-JULIEN WEDDING 


Daughter of J, M. Smith, Continental 
Casualty President, Marries T. A. 
Julien, U. of Michigan Law Student 


A recent Chicago wedding of insurance 
interest was that of Lillian Irene Smith, 
daughter of J. Milburn Smith, president, 
Continental Casualty, and Mrs. Irene 
H. Smith of 7700 S. Crandon Ave., Chi- 
cago, to Theodore A. Julien, son of Mr. 


MRS. THEODORE A. JULIEN 


and Mrs. Vance Julien of Clinton, Mo. 
The ceremony, a candlelight service, 


was performed by Rev. H. William 
Barks, Jr., pastor of St. Margaret’s 
Episcopal Church, Chicago, following 


which a reception was held at the South 
Shore Country Club, attended by over 
200 guests. Decorative features at the 
reception were a bubbling champagne 
fountain and a_ sculptured ice ship 
studded with seafood canapes. Cupid 
urns decked with pink roses and minia- 
ture trees studded with roses graced 
the bridal table. 

Mrs. Doris Smith Miguelez, sister of 
the bride, was matron of honor. A 
sorority sister of the bride, Judith Fouts, 
sang the Lord’s Prayer and Ave Maria 
at the wedding. Bridesmaids included 
Judith Gardner, Rachael Hampton, Sha- 
ron Mallough, Julia Ware and Phyllis 
Weaver. The groom’s best man_ was 
Richard Gethin and his ushers included 
Philip Burt, James Hourihan, Daniel 
Lewis, Miguel Miguelez and Thomas 
Sawyer. ‘ 

Following a honeymoon spent in Ber- 
muda the bride and groom will reside in 
Ann Arbor, Mich. while ‘Mr, Julien com- 
pletes his law studies there at the Uni- 
versity of Michigan Law School and 
Mrs. Julien seeks an M.A. degree in 
English. They are both graduates of 
DePauw University, Greencastle, Ind. 


CALIF. UM LAW SIGNED 
Governor Edmund G. “Pat” Brown of 
California signed into law a measure to 
require auto B.I. liability policies to in- 
clude uninsured motorist protection 
“unless such coverage is specifically 
waived by agreement.” 





rate of $15 for basic limits for each 
employed lawyer not a named insured 
under the policy and each employed law 
clerk, investigator and abstracter. Nio 
charges are made for other employes. 
The rates are uniform countrywide. 
Higher limits of coverage are available 
at an additional premium charge. In- 
creased limits factors are ‘considerably 
lower than those which have been gen- 
erally used in the past. Policies may be 
written for any period up to and im- 
cluding three years. A 10% discount 
applies for three year policies if the 
entire premium is paid in advance. 








Johnson & Adams 
Marks 50th Milestone 


HONORED BY CONT’L-NATIONAL 


Top Officers of These Companies Attend 
July 7 Banquet in Washington, D. C.; 
President Tinsley Adams in Spotlight 


A golden jubilee banquet was staged 
for the Johnson & Adams 
Agency of Washington, D. C. the eve- 
ning of July 7 by the Continental-Na- 
tional Group through which this well 
known and prosperous agency operates 


Insurance 


as a charter general agency. The party, 
held in the Mayflower Hotel, marked 
the 50th Johnson & 


Adams as well as commemorating the 
Continental Companies’ long association 
with this agency. The two organizations 
have been colleagues since the founding 
of Johnson & Adams in 1909, just 12 
years after the Continental Companies 
were founded.’ 

Tinsley Adams, president of the agency 
and son of the co-founder, the late 
Eugene G. Adams, was in the spotlight 
at the banquet. 

Home office guests who came to Wash- 
ington to honor the agency, its officers 
and staff members included J. Milburn 
Smith, president, Continental Casualty; 
Howard C. Reeder, president, Continen- 
tal Assurance; Louis ‘C. Morrell, vice 
president and chief executive officer of 
Continental’s Accident & Health depart- 
ment, and Arthur J. Wyatt, vice presi- 
dent, National Fire of Hartford. 


One of First Gen’l Agencies of 
Continental Cos. 


Johnson & Adams had its beginnings 
when Eugene G. Adams and Holcomlbe 
G. Johnson were appointed manager in 
1909 of Continental’s southeastern branch 
office. Their territory covered the area 
from Washington, D.C. south to Florida. 

When the Continental Companies 
adopted the general agency system in 
1913, Adams and Johnson formed a part- 
nership and became one of tthe first 
general agencies for the Continental Cas- 
ualty and Assurance Companies. Agency 
Co-Founder Holcomlbe Johnson died in 
1932, and ownership passed on to Mr. 
Adams, In 1949 the agency was incor- 
porated under the laws of the state of 
Delaware, and Adams was elected presi- 
dent. Death brought his career to a close 
in 1951 
_ His son, Tinsley, who succeeded him, 
is well-known today as a member of 
such groups as Continental GAMA, the 
Washington, D. C. GAMA and the D. C. 
Life Underwriter’s Association. In addi- 
tion, he is a member of the Kiwanis, the 
Chevy Chase and Metropolitan Clubs, 
and the Colonial Club of Princeton, N. J. 


anniversary of 





Allstate Lowers Auto Rates 
In California Average 6.7% 


Allstate has reduced its automobile 
B.I., P.D. and collision rates for Cali- 
fornia policyholders by an average 6.7%, 
effective immediately, according to an- 
nouncement by E. A. Frederick, vice 
president of the Pacific Coast zone. 

Mr. Frederick explained that good 
driving performance of California policy- 
holders, cost-saving techniques in in- 
surance procedures and large premium 
volume in the state “have enabled us to 
pass savings along to the consumer.” 

Allstate’s 1958 premium volume in Cali- 
fornia exceeded $50,100,000, a 25% in- 
crease over 1957. 





Camp O. L. & T. Rates Up 

Revised bodily injury rates in 39 states 
and D. C. for the Owners’, Landlords’ 
and Tenants’ classification for boys’ and 
girls’ camps were announced by the 
Mutual Insurance Rating Bureau, The 
rate for non-profit camps has been in- 
creased from 90 cents to $1; the rate 
for camps operated for profit is increased 


from $2.75 to $3.65, 
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Jainsen Retiring As 
Hartford A. & I. Chief 


HULLETT ELECTED PRESIDENT 















































































M. W. Heard Moves Up to Executive 
V. P. in Charge of Casualty-Surety; 
Anderson, Schoen Also Promoted 


The board of directors of Hartford 
Accident & Indemnity on July 14 ac- 
ceded to Wilson C. 
that he be permitted to retire from the 
presidency of the company in order to 
devote more ‘time to personal affairs and 
continue to serve the 
a consultant. 


Jainsen’s request 


travel. He will 
Hartford organization as 
Hullett, president and chair- 
finance 


James CC. 
man of the 
parent Hartford Fire, 


committee of the 
was elected presi- 


1 





ne 


John Haley 
MANNING W. HEARD 


Accident. 
Heard, 


counsel, 


dent of Hartford 
Manning W. 


general 


first vice presi- 


dent and was elevated 
to the 


dent of the 


post of executive vice presi- 
Hartford Accident. 
Jainsen, he will supervise 


new 
As suc- 
cessor to Mr, 
operations of the 


the casualty 
also. was 


Hartford Fire 


r-surety 
Group. He 





John Halev 
JAINSEN 


WILSON C. 


elected a director of the Hartford Acci- 
dent. 

The directors also elected Hale An- 
derson, Jr., and Herbert P. Schoen as 
associate general counsel of the Hart- 
ford Accident and assistant general 





counsel of the Hartford Fire. 
Jainsen’s Long Career 


Mr. Jainsen has been president of 
Hartford Accident since 1953. His career 
with the company dates back to a sum- 
mer vacation job in 1919 while attending 
Brown University from which he was 
graduated. He later attended law school 
and is a member of the Massachusetts 
and Connecticut Bars. 

He served in various Hartford Acci- 
dent field offices before ‘his election in 
1935 as vice president in charge of cas- 
ualty claims. 

Born in Hartford, Mr. Jainsen has 
long been active in civic and community 
affairs of city and state. He has served 
as trustee of the Oxford School, vice 
president of the Connecticut Chamber of 
Commerce; is a former prosecuting at- 
torney and fire commissioner of the city 
of Hartford and former chairman of the 
Governor’s Rehousing Committee. 

A director of the American Arbitra- 
tion Association and executive commit- 
tee member of National Association of 
Casualty & Surety Companies, Mr. Jain- 


He then joined 


torney in New Orleans. 
the law firm of Monroe and Lemann. 
Mr. Heard served two terms as vice 
president and president of the Associa- 
tion of Casualty & Surety Companies 
and as chairman of the American Insur- 


ance Association. A former chairman 
of the Metropolitan District Commission 
of Hartford, he also formerly served on 
the Board of Finance of the City of 
Hartford and as a director of the Hart- 
ford C. of C. He’s a director of Colum- 
bian National Life of Boston, a member 
of the Hartford Fire Group. He also 
serves as a Corporator of Hartford Hos- 
pital. 
Anderson and Schoen 


Mr. Anderson joined Hartford Acci- 
dent’s law department in 1938. A native 
of Montclair, N. J., he was graduated 
from Cornell University and its Law 
School. He was admitted to the Con- 
necticut Bar in 1935. From 1935 until 
1938 he was engaged in tthe private prac- 
tice of law with a Hartford firm. Mr. 
Anderson was elected assistant general 
counsel in 1946. 


Mr. Schoen, a member of the Hart- 


sen is also a director and past president : 
ford staff since 1946, was graduated 


of the Governmental Research Institute, 


director of ‘Connecticut General Life, 
Hartford Gas Co., Riverside Trust Co. School and is a member of the New 
and Gaylord Farm Sanatorium, among York and Connecticut Bars. A native of 
other affiliations. Glens Falls, N. Y., Mr. Schoen was asso- 
A ciated with the Columbia University Di- 
Heard’s Background vision of War Research from 1941 until 
Mr. Heard joined the Hartford Acci- 1943 when he entered the U. S. Navy. 


He joined the Hartford upon his dis- 
charge in 1946 and was advanced to as- 
sistant general counsel in 1952. 


SPICER HEADS D. C. MANAGERS 
James L. Spicer, American Casualty, 
has been elected president of the Dis- 
trict of Columbia Managers Association 
for the coming year. Mark G. Bowen, 
Standard ‘Accident, was named vice pres- 
ident, and Howard M. Starling, Wash- 
ington manager of the Association of 
Casualty & Surety Co., was re-elected 
secretary-treasurer. 


dent in 1933 as an attorney in the fidelity 
and surety claim department. He was 
advanced to secretary in 1937, vice presi- 
dent in 1939 and first vice president and 
general counsel in June, 1953. He also 
is vice president and general counsel of 
fire companies of the Hartford Group. 

A native of Baton Rouge, La., he was 
graduated from Tulane University with 
LL.B degree and is a member of the 
Louisiana and Connecticut Bars. During 
World War I Mr. Heard served as a 
field artillery first lieutenant. From 
1920-22 he served as assistant district at- 











The satisfaction that agents and brokers feel 
in dealing with Public Service is not built 
on one factor. It takes a healthy combination. 
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service — and a pricing structure that has 

the agent and brokers’ success in mind. Give 
us a call and let us discuss ways of making 
your satisfaction perfect. 
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from Harvard College and Harvard Law 





American Surety Transfers 


C. Donn Ainslie to H. O. 


C. Donn Ainslie has become a member 
of the home office staff of the American 
Surety as an agency supervisor, agency 
and production department. Charles M. 
Cole, Jr. was named manager of the 


Blacker-Amster 
C. DONN AINSLIE 


company’s Rochester branch office to 
succeed him. 

Mr. Ainslie started his career with 
American Surety in February, 1959, 
following graduation from Lehigh Uni- 
versity. After training in the Newark 
branch and the home office departments, 
he transferred to Rochester in June, 
1950. Mr. Ainslie was special agent, un- 
derwriter and then assistant manager 
prior to his appointment as manager 
July 8, 1955. 

Mr. Ainslie was on the executive com- 
mittee of the Insurance Field Club, a 
member of the Insurance Managers Club 
of Rochester and active in the local 
Chamber of Commerce. 

Mr. Cole born in Rhode Island and a 
graduate of Brown University, became 
associated with the company in_ the 
Providence branch in April, 1950. After 
five years in underwriting and_ field 
work, he was transferred to Rochester 
and shortly thereafter appointed assist- 
ant manager. Mr. Cole is a member of 
the Insurance Field Club of Rochester. 





Clayton G. Smith New NBCU 
Auto Division Asst. Mgr. 


The appointment of Clayton G. Smith 
as assistant manager of the automobile 
division of the National Bureau of Casu- 
alty Underwriters was announced by 
William Leslie, Jr., generz il manager 

A graduate of the University of Wis- 
consin, Mr. Smith received his B.A. 
in economics in 1950, and his LL.B. in 
1952. He started his insurance career 
in the Albuquerque claims office of the 
Farmers Insurance Group upon gradua- 
tion from law school In 1953 he joie 
a law firm in Stevens Point, Wisc., 4 
associate counsel. 

Prior to joining the Nattional Bureau of 
Casualty Underwriters earlier this year, 
Mr. Smith had been a staff attorney 
with the American Mutual Insurance 
Alliance handling legislative and other 
matters relating to automobi le insurance. 
He is a member of the Wisconsin an¢ 
the American Par Associations. 





JOINS CAS. & SURETY ASSN. 

The Porto Rican and American Insut- 
ance Co. of San Juan, Puerto Rico, has 
been elected unanimously to membership 
in the Association of Casualty am 
Surety Companies, J. Dewey Dorsett 
ACSC general manager, has announce? 
Total of member companies is now 
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F. O. Beattie Feted by 
American Casualty Co. 


RETIRING SOON AS BONDING V.P. 





Honored at Recent Luncheon by 40 ACCO 
Executives; His Successor Is 
Howard G. Riley, V.P. 





Frederick O. Beattie, who is retiring 
as vice president in charge of fidelity- 
surety Operations of American Casualty 
of Reading, Pa., was feted at a recent 
luncheon attended by more than 40 
executives, led by President Harold G. 
Evans. 

Mr. Beattie has spent 43 years in the 
bonding business, the last 14 of them 
with American Casualty. He will be 
succeeeded as head of the bonding de- 
partment by Howard G. Riley. 

Evans’ Tributes to Beattie 

Mr. Evans praised Mr. Beattie’s years 
of service, devotion to his work, the ex- 
cellent administration of his department 
and the handling of personnel under his 
direction. 

Mr. Evans also pointed out that Mr. 
Beattie was brought in to manage the 
company’s fidelity - surety operations 
throughout the country, Alaska, D. of C. 
and Puerto Rico. He has also done a 
fine job of staffing the fidelity and surety 
departments in ACCO’s nationwide net- 
work of branch offices. 

Annual Premium Volume Now $6 Million 

This department’s premium volume is 
now at the annual rate of about $6,000,- 
000, compared to $656,000 when Mr. 
Beattie started. Aggregate qualifying 
limits with the U. S. Treasury Depart- 
ment, during the span of his stewardship 
of the department have increased from 
$450,000 to $3,250,000. 

Furthermore, under Mr. Beattie’s di- 
rection ACCO’s bonding department has 
“every year shown an overall underwrit- 
ing profit, Ha 

“I am the wiser for my association 
with Mr. Beattie,’ Mr. Evans declared, 


“and I shall miss him very much. We 
wish him only the very best in the 
future.” 

Mr. Evans also commented on Mr. 


Beattie’s universal interest in the arts 
and termed him a well-read man always 
ready and able to discuss any subject— 
at any time. 


Careers of Beattie and Riley 


Mr, Beattie entered insurance in 1920 
with the National Surety in New York. 
After three years there as judicial bond 
underwriter he joined Massachusetts 
3onding as assistant manager of its New 
York branch office. He remained with 
that company until he joined American 
Casualty in 1946. 

Mr. Beattie, now 65 years old, is a na- 
tive of Warwick, N. He attended 
Syracuse University and was admitted to 
the bar in New York State. He plans to 
return to Warwick for the present. 

Mr. Riley, his successor, has been 
named a vice president in line with his 
appointment as head of the bonding de- 
partment. 

He joined ACCO last fall as assistant 
vice president and assistant manager of 
the bond department. He has an insur- 
ance background of 26 years. He re- 
ceived his law degree from Columbia 
Law School and was admitted to the 
New York State Bar in 1932. 

Until 1941 Mr, Riley heade the surety 
underwriting departments of the Stand- 
ard Surety & Casualty and Ocean Acci- 
dent. From 1941 to 1947, he was an 
assistant superintendent of bonding in 
Insurance ‘Co. of North America, and 
later he organized fidelity-surety depart- 
ment of the Springfield Fire & Marine, 
where, during the next 12 years, he ad- 
vanced to head of the casualty-surety 


divisions, 
A Prior to joining ACCO, Mr. Riley was 
vice president and casualty-surety man- 
ager of the Atlas Assurance Co. Ltd. 


WM. N. PIKE RETIRES 


Hartford A. & I. Home Office Employe 
Started in Sept. 1914; Oldest 
Active Staff Member 

William N. Pike of the general ex- 
pense division at the home office of 
Hartford Accident & Indemnity Com- 
pany, retired recently after serving the 
company for nearly 45 years. He retired 
as ithe oldest active company staff mem- 
ber in length of service having joined 
Hartford Accident in September, 1914, 
soon after its founding. 





Well known in baseballi circles 
throughout Connecticut, Mr. Pike 
pitched semi-professional and_ profes- 


sional baseball for 30 years before his 
retirement in 1933. In this period he won 
501 baseball games and is credited with 
24 strike-outs in one nine-inning game 
and pitching five no-hit, no-run games. 





Regional Office Dedication 

Allstate’s newest major building, for 
the company’s Southwest zone office 
and Georgia-Alabama regional office in 
Atlanta was dedicated recently. Top 
executives attending the ceremonies were 
Calvin Fentress, Jr., chairman, and Jud- 
son B. Branch, Allstate president. E. A. 
McDonald is the company’s Southeast 
zone manager. 


You know your client. Prudential’s new, pocket-size “Brokers 
Guide” shows you how best to cover his needs. It provides a 
complete, concise rundown on the full range of Prudential policies 
—what they do, when to recommend them. It’s the sort of instant 
sales-aid Prudential specializes in for your sales success. 

Add to this Prudential’s Brokerage Service—the assistance of 
trained Brokerage specialists who are sure guides to bigger sales. 
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* SICKNESS AND ACCIDENT PROTECTION 


Robt. Leys Heads Allstate 


Consumer Relations Group 
Robert Leys, recently promoted to 
assistant vice president of Allstate, has 
been named head of its consumer rela- 
tions group. 

Mr. Leys managed Allstate’s important 
New England regional office prior to 
his transfer to the home office in Skokie. 
His duties include direction and co- 
ordination of public relations, advertis- 
ing, sales promotion, market research 
and the companies’ policyholder maga- 
zine, 

Mr. Leys joined Allstate in 1948 as 
a claim clerical supervisor in the New 
York office. Later he opened the Caro- 
linas’ regional office in Charlotte, N. C., 
serving as manager there before being 
promoted to the New England office. 
He was honored in Charlotte by being 
chosen as “Young Man of the Year” in 
1955. 





EUROPEANS O.K. NUCLEAR LIAB. 
A plan providing for nuclear liability 
coverage up to $15 million and claims 


made within ten years of an accident 
has been agreed upon by 17 nations 
members of OEEC (Organization for 


European Economic Cooperation). 


NAME 





T. Morgan Williams Elected 
Home Indemnity Director 


T. Morgan Williams, vice president- 
secretary of Home Indemnity, 
elected a director at the board's regular 
meeting July 13. Mr. Williams, 
serves in the same executive capacity 
with The Home, joined the organization 
in 1929. He was élected vice president 
in 1945 in charge of metropolitan N. Y. 
operations and in 1954 assumed charge 
of The Home’s operations in 14 mid- 
west states. 

From 1950 to 1955 Mr. Williams was 
chairman of the Red Cross blood pro- 
gram for Greater New York. In 1956 he 
was awarded a special citation from the 
Chapter in recognition of his “dis- 
tinguished service . . . in keeping with 
the highest traditions of the Red Cross.” 


was 


who 


NUCLEAR INS. LAWS PASSED 

To date this year, 25 states have passed 
laws to control uses of nuclear energy 
by reducing hazards, fixing liabilities for 
damage or conducting studies in atomic 
energy. 


You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-T} 






TO: BROKERAGE SERVICE. 
THE PRUDENTIAL, NEWARK 1, N. J. 


CZ Please send me a copy of “Brok- 
ers Guide to Prudential Policies.” 


(1 would like to know more about 
Prudential’s Brokerage Services 
and how they can make insurance 
sales easier for me. 
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American Casualty Expands 
New Orleans Operations 


Opening of a multiple-line branch office 
and the appointment of a resident man- 
ager in New Orleans are announced by 
American Casualty of Reading, Pa. 

Expansion of ACCO’s operations in 
New Orleans has been directed by Harry 
O. Eckert, vice president in charge of 
agency operations. 

Appointed resident manager of the 
branch office was Charles W. Blackstock, 
a native of Georgia, who ‘has been in the 
insurance industry in Louisiana and Mis- 


sissippi for the past 12 years. He was 
associated with a large New Orleans 
agency as associate manager before 
joining the ACCO branch office. He was 


state agent in Louisiana, Mississippi and 
Alabama for the Northern Assurance Co. 
prior to that, and also served America 
Fore Group as an underwriter and spe- 


cial agent in Georgia and Louisiana. 
He is a Marine Corps veteran. 

In addition to Mr. Blackstock, the 
staff includes Curtis Bailey, manager 
of casualty- pry § lines; Donald John- 
son, manager of A. & H.; Roy L. Greene 
Ir, manager of Group A. & H., and 


Miller as claims manager. 


John 


Hasler pe t Alenia for 
Froggatt’s Dallas Office 


Joseph Froggatt & Co., Inc., has ap- 
pointed Herman Hasler, Jr. as assisitant 
Dallas manager after service in the New 
York office. 

Mr. Hesler joined the Froggatt staff 
in New York in January, 1946, and on 
many occasions assisted the Chicago and 
Dallas offices during peak seasons. 

A graduate of Leheigh University, he 
was with the armed forces in ETO for 
four years. 

Mr. Hasler will be associated with T. 
R. Le Page, Dallas manager, who joined 
Joseph Froggatt & Co. in 1929 and was 
appointed Dallas manager in 1936. 


Allstate Advances Cline 
Promotion of Richard Cline to the 
position of director of the newly-formed 
Art and Forms Design division of the 
Allstate Insurance Companies is an- 
nounced. Mr. Cline, assistant advertising 


director of Allstate for the past four 
years, will head a staff responsible for 
the creation, design and production of 


sales literature, booklets and promotional 
material. 


Central National Group 


Makes Three Promotions 
The board of directors of Central Na- 


tional nae ance Group, Omaha, an- 
nounced the promotion of three members 
of the org: inization to new positions. 
Dale C. Tinstman, financial vice presi- 
dent to financial vice president and 
treasurer of the member companies; 
Harold E. Stout, director of agencies, 


to vice president and director of agen- 
Central National Life; Max 
Rochholz, chief accounting officer, to vice 
president and general manager of Pro- 
tective National, one of three companies 
in the Central National Group. 

Mr. Tinstman, joined Central National 
Group in May, 1958 from the First 
Trust Company of Lincoln, Nebraska 
where he had served as assistant man- 
ager, investment department and assist- 
ant secretary. He is a graduate of the 
University of Nebraska, Bachelor of Sci- 
ence, Business Administration, 1941, and 
College of Law with LL.B in 1947. 

Mr. Stout joined Central National Life 
September 1, 1958 as director of agen- 
cies. A native midwesterner, he has been 
in sales and sales mani agement for 25 
vears. He was previously affiliated wit! 
the Research Institute of America, 
Security Mutual Life of Binghamton, 
N. Y., Bankers Life of Iowa, and The 
Prudential. 

Mrr. Rochholz has been in 
ance business for 20 years, starting as 
an insurance examiner for the Iowa 
Insurance Department and later becom- 
ing comptroller or the Iowa Mutual In- 
surance Companies of DeWitt, Iowa. 


cies of 


the insur- 


Continental-National 
Group’s Employes Plan 


BEING REVISED AND EXPANDED 





Includes Non-Can. Group Life, Hospita!- 
Surgical, Major Medical and 
Disability Income 





A revised and expanded employe pro- 
tection program, including new provisions 
for disability income up to age 65, has 
been adopted by the Continental-Na- 
tional Group of Continental Assurance, 
Continental Casualty and National Fire 
of Hartford. 

Described as one of the most com- 
prehensive and liberal among insurance 
companies and containing major im- 
provements over the plan formerly in 
effect, the ‘Continental program covers: 

Non-contributorv Group life insurance 
of $2,000 for each emplove after two 
years of service with $1,000 of life in- 
surance continuing after retirement with- 
out cost to the employe; 

Contributory additional life coverage 
under two types of plans, depending on 
salary, one plan ranging from $1,500 to 
$4,500, the other from $9,000 to $38,000; 

Basic hospital and surgical insurance 
with maximum daily room benefits of 
$16, with unlimited miscellaneous ex- 
penses; 

Major medical insurance with maxi- 
mum benefits of $10,000. There is a 
“corridor” of 2% of annual salary and 
75% of all medical expenses; 

Disability income under three tvpes of 
plans, the first two non-contributory 
and the third contributory: (a) salary 
continuation up to 20 days annually after 
three years of service; (b) temporary 
disability income of two-thirds salary 
for 26 weeks for employes with less than 
five years service and 52 weeks for five 
or more years of service; (c) long term 
disability income up to age 65 of 35% 
of salary for those with less than five 
years service and 66-2/3% of first $1,000 
of monthly salary and 33-1/3% in excess 
of $1,000 for employes with five or more 
years of service. 





INA’S HESS SUCCEEDS PEARCE 
John W. Hess has been appointed man- 
ager of the Pittsburgh service office of 
Indemnity of North America. He suc- 
ceeds Donald B. Pearce who has retired. 
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54th Casualty Agents’ Class 
Of Employers Graduates 


Graduation exercises for the 54th cas- 
ualty agents’ class of the Employers’ 
Group of Insurance Companies were 
held recently at the Algonquin Club, 
Boston. This was a four-week program 
which stressed casualty lines. 

Employers’ Assistant Deputy Man- 
ager Foster C. Greene delivered the main 
address at the graduation, dealing with 
the paradoxes of the private passenger 
automobile insurance problem. He ex- 
pressed the conviction that independent 
agents of stock agency companies would 
soon be in a more favorable competitive 
position to hold the better automobile 
business and to compete more effectively 
with large automobile specialty writers. 

Among those who offered their con- 
gratulations to the members of the grad- 
uating class were Edward A. Larner, 
board chairman of the Employers’ Fire 
and American Employers’; Frank J. 
Carey, United States manager of the 
employers’; Frank W. Boyle, deputy 
manager and Harold Jackson, president 
of William H. McGee & Co., New York. 

Diplomas were presented by Hans 
Barber, CPCU, superintendent of the 
education department. 
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Maryland Casualty Promotes 
Three to H. O. Dept. Mgrs. 


Appointment of the fcllowing three de- 
partment managers of Maryland -Cas- 


ualty have been announced ‘by William 
T. Harper, chairman of the board and 
president. 

John C. Sullivan, Jr. thas been ap- 


pointed manager of the Baltimore claim 
division, succeeding Arthur C. Kahl, who 
has retired. 

Mr. Sullivan joined the Maryland in 
1941 as special attorney in the home office 
claim division. Except for three years’ 
service with the Counter Intelligence 
Corps of the U. S. Army, he thas been 
with the company continuously since 
that time. He was appointed a super- 
visor in the Baltimore claim division in 
1946, and promoted to assistant man- 
ager in 1955. He is a former chairman 
of the compensation committee in ithe 
Baltimore Claim Men’s Association. 

William D. Drico!l thas been named 
manager of the home office ifidelity de- 
partment, succeeding tihh late A. Lee 
Nichclson, Jr. Mr. Dricoll started with 
the Maryland in 1920, and, except, for 
three years’ service with the Air Force, 
has served continuously in the fidelity 
department. He was appointed assistant 
manager in 1951. 

Walter E. Wellman thas been pro- 
moted to manager of the home office 
accident and ‘health department, succeed- 
ing Arnold ‘Cole, resigned. A field super- 
viscr for the agency division for the past 
two years, Mr. Wellman has \been espec- 
ially ae in the production and promo- 
tion of A. & H. business. Prior to 1957 
he bok as special agent in Boston 
territory. He joined the Maryland in 
1953. 





Coates and Kern Promoted 


Continental Casualty has recently pro- 
moted W. Coates to be assistant 
superintendent of its association group 
division and Loyd A. Kern as divisional 
secretary. 

A graduate of University of Michigan 
with degree in actuarial science, Mr. 
Coates joined Continental in 1955 as as- 
sistant actuary. He is an associate of 
both the (Casualty Actuarial Society and 
Society of Actuaries. 

Mr. Kern started with ‘Continental in 
1950 as assistanit supervisor of the di- 
vision and was promoted to administra- 
tive assistant in (1953. He is a graduate 
of University of Iowa. 





Fireman’s Fund Asst. V.P. 


Howard Barrett has been appointed 
assistant vice president of Fireman’s 
Fund in the Southern department, at 
Atlanta, it is announced by James F. 
Crafts, president. Mr. Barrett assumes 
full responsibility for the servicing and 
handling of fidelity, surety and burglary 
business. He will continue to have as 
associates, Harry Peacock for surety and 
Harold Bloodworth for fidelity and 
burglary. 
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Garry Moore Narrates 
Aetna Boating Film 


“OUTBOARD OUTINGS” READY 





Movie is Part of Aetna’s Educational 
Safety Program; Filmed in Maine, 
New Hampshire 





“Outboard Outings,” latest in a series 
of educational safety movies produced 
by Aetna Casualty & Surety was pre- 
miered recently at Washington, D. C,, 
before Coast Guard and Treasury De- 
partment officials and members of Con- 
gress. Made in cooperation with the 
U. S. Coast Guard Auxiliary, the 20- 
minute, full-color movie is narrated by 
Garry Moore, the television star who is 
an enthusiastic boatman, 

The film was released nationally for 
free-loan showings before boating, 
school and other community groups fol- 
lowing the premiere and regional pre- 
views conducted by the 12 Coast Guard 
Auxiliary district ‘headquarters during 
National Safe Boating Week, June 27- 
July 5. 

Filmed by Aetna Casualty’s photo- 
graphic bureau at scenic Lake Winnipe- 
saukee in New Hampshire and on the 
coast of Maine, “Outboard Outings” cov- 
ers safety rules and practices for both 
inland and ocean waters. Although di- 
rected primarily at operators of the na- 
tion’s five million outboards, the film’s 
safety points are applicable to all pleas- 
ure craft, 

Action in the film revolves around a 
couple who buy an outboard, then re- 
ceive instruction in boating’s rules of the 
road and other safety practices from a 
Coast Guard Auxiliaryman as part of the 
Auxiliary’s free boat inspection and 
safety instruction program. 


Learn Phases of Boating 


Viewers learn virtually every phase 
of outboard boating, from mounting the 
motor and launching the boat to correct 
docking methods. Included in the film 
are scenes on water-ski safety, harbor 
navigation and staying afloat in rough 
weather. 

One dramatic sequence shows the steps 
of man-overboard rescue procedure, out- 
lining techniques of navigation that will 
most quickly bring about rescue without 
endangering Ithe victim with the boat’s 
propeller, 

Importance of strict adherence to 
“traffic” rules and of courtesy and pru- 
dent seamanship is stressed throughout. 
The fact that “cowboy” tactics with a 
boat are responsible for many accidents 
is emphasized as is the necessity for 
having adequate safety equipment 
aboard. 

“Outboard Outings” may be obtained 
through local Aetna representatives or 
from the company’s information and 
education department at Hartford, Conn. 





General Re. Promotions 


Eric M. Maynard and Vincent T. 
Schuster have been appointed secretaries 
of General Reinsurance Corp. Engaged 
in underwriting activities at the home 
office in New York, they both were previ- 
ously assistant secretaries. 

r. Maynard joined the company in 
1951, after reinsurance experience in 
London. Mr. Schuster started in 1957 
after previous experience in The Trav- 
elers’ New York office. 

Ernst A. Burkhard, for the past two 
years a claims representative in the 
company’s Pacific department, thas been 
Promoted to assistant secretary. Prior 
to joining General Reinsurance, he was 
an officer of Gulf Insurance Co., Dallas. 





Reliance Promotes Carey 


Reliance Insurance Co, of Philadelphia 
as appointed Bernard P. Carey, Jr., 
Superintendent of the casualty claim de- 
partment. He succeeds Peter P. Con- 
way, recently elected assistant secretary. 
_Mr. Carey has been with the company 
Since 1955 as house counsel and trial at- 
torney at Philadelphia. He will assume 
Supervisory control of the company’s 
Tanch casualty claim offices, 


Shand, Coyle Advanced 
In Zurich-American H.O. 


Neville Pilling, chief executive of 
Zurich-American announced the promo- 
tion of David W. Shand to controller of 
the company, and Robert J. Coyne to as- 
sistant secretary. 

Mr. Shand joined the company in 1946. 
He was transfered to the New York 
office in 1955 as administrative assistant 
and returned to Chicago the following 
year as assistant secretary. 

Mr. Coyne, who joined Zurich-Amer- 
ican in 1957 was promoted a division 
sales manager earlier this year. He will 
now be in charge of fire and casualty 


Virginia Rating Bureau Posts 

R. W. Criswell, secretary, Aetna Casu- 
alty & Surety Co.,-was reelected chair- 
man of the governing committee of the 
Virginia Insurance Rating Bureau at its 
annual meeting in Richmond. 

Thomas D. Hughes, vice president, 
Fidelity-Phenix Fire, was elected vice 
chairman. John C. Cole of Reliance In- 
surance Co. and Harry W. Atkinson of 
Glen Falls Insurance Co. were appointed 
chairman and vice chairman, respectively, 
of the executive committee. 





production under Fred H. Oliver, assist- 
ant U. S. manager, sales-marketing. 


MERITm atic 


Auto Insurance 








Hugh Shippey, Jr. Promoted 


Hugh Shippey, Jr. has been promoted 
to bond manager in San Francisco for 


the American Insurance Group, succeed- 


ing William H. Eagleton, resigned. 

Mr. Shippey began ‘his insurance career 
in 1949 with Royal-Globe Insurance 
Group as a bond underwriter at San 
Francisco, later served the Glens Falls 
in similar capacity. - 

He joined the American in ‘May, 1954, 
and has ‘been underwriting supervisor 
of the San iFrancisco bond-burglary di- 
vision until his present promotion. 

He is a University of California grad- 
uate. 


“Come into MERITmatic,” says Mr. Za... 
“The increased income’s fine!” 


If you can keep your best auto accounts by writ- 
ing competitively priced quality protection with 
a ball-point pen and delivering on the spot... . 
If you own all expirations, get new 
and renewal commissions monthly and 
have all record keeping done for you.... 
If the company bills your clients . . . 
if the policy is automatically renewable 


and payable semi-annually. .. . 


That’s MERITmatic, the key to Zurich- 
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American’s increased income plan. All part of 
Insuremanship* of course. 
For the inside story, a note to our nearest office! 


MERITmatic not yet available in all states. Details on request. 


AMERICAN GUARANTEE & LIABILITY INSURANCE COMPANY 
affiliates * ZURICH INSURANCE COMPANY 

ZURICH LIFE INSURANCE COMPANY 

Head office * 135 South LaSalle Street, Chicago 3, Illinois 

OFFICES IN PRINCIPAL CITIES: New York, Boston, Providence, New Haven, 
Buffaio, Amsterdam, Orange, Philadelphia, Pittsburgh, Baltimore, 
Greensboro, Charleston, Savannah, Atlanta, Birmingham, Canton, 
Cleveland, Cincinnati, Detroit, Grand Rapids, Minneapolis, Milwaukee, 
Chicago, Jackson, Dallas, St. Louis, Kansas City, Denver, Seattle, 
Portland, Sacramento, San Francisco, Fresno, Los Angeles, Phoenix, 
©1959 Zurich-American insurance Companies *™M 
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Forand Bill Opposed 
By Secretary Flemming 


AT THE WASHINGTON HEARINGS 





E. J. Faulkner, Spokesman for HIAA, 
LIAA, ALC, Testified July 16; AFL- 
CIA Urges Quick Passage of Bill 





Arthur S. Flemming, Secretary of 
Health, Education and Welfare, was the 
first to testify this week at the public 
hearings in Washington on the Forand 


bill, conducted by the House Ways and 
Means Committee. Expressing his op- 
position to this proposed legislation 


which would finance health insurance for 
the aged through the Social Security sys- 
tem, Secretary Fleming declared that 
“such compulsory medical insurance 
would bring to a virtual half” the broad- 
ening of the voluntary ‘thealth insurance 
plans for the aged. 

This statement was considered signifi- 
cant as it was Mr. Flemming’s first state- 
ment of the Administration‘s position on 
the Forand bill, sponsored by Repre- 
sentative Aime J. Forand (D) of Rhode 
Island, Neither approval or disapproval 
was expressed by the HEW Secretary 
when he issued a 117-page report on the 
legislation in April. 

Battle lines are drawn on the bill with 


organized medicine and the insurance 
industry opposed to it and organized 
labor in strong support. 

E. J. Faulkner, president, Woodmen 
Accident & Life, testified against the 
bill yesterday (July 16) as spokesman 
for Health Insurance Asssociation of 


Insurance Association of 
American Life Convention. 
1960 Cost Estimated at $1,120,000,000 

It was Secretary Flemming’s esti- 
mate that the 1960 cost of the proposed 
hospital-surgical-nursing home services 
on an employer-employe payroll deduc- 
tion system would be $1,120,000,000. This 
was reportedly lower th: un that made by 
other opponents of the bill. He expl: 1ined 
that this cost could not immediately be 

covered by the one-fourth of 1% increase 
in payroll tax for both employer and 
employe, but it could be covered by an 
increase of 4% on both employer and 
employe, he said. 

However, such a course, he contended, 
“would represent an irreversible decision 
to abandon voluntary insurance for the 
aged.” If the Forand bill becomes law, 
he said the S.S. tax for both employer 
and employe in 1960 would have to rise 
to 3% of the first $4,800 of income. 


Sees Rise in “Over 65” Covered 
Since 1952 


Since 1952 Mr. Flemming said, the 
number of persons over 65 carrying vol- 
untary hospital insurance has increased 
from 25% to 40%. He predicted this 
figure would increase to 70% by 1960. 

He felt that many of those in the re- 
maining 30% might be reached by Fed- 
eral subsidies to high-risk insurance 
plans and voluntary contributions over 
the years to the Government, that could 
be used for non-profit insurance, Such 
proposals are being studied, the Secre- 
tary stated. 

Kepresentative Forand said that the 
department’s report on health insurance 
had been delayed. He said that he was 
disturbed because “there was much talk 


America, Life 
America and 


and too little action on medical care 
for the aged.” 
He contended that “voluntary insur- 


ance rates are too high. Coverage is in- 
adequate, there is too much’ fine print.” 
U. S. Chamber in Opposition 


The U. S. Chamber of Commerce ex- 
pressed the view that adoption of the 


Forand proposals would so drastically 
alter certain basic features of the Social 
Security system and so increase costs of 
the OASI program as to jeopardize the 
entire structure. 

Allen D. Marshall, a vice president of 
General Dynamics and chairman of tthe 
Chamber’s Committee on Economic Se- 
curity, told the Ways and Means Com- 
mittee that the “implications and seem- 
ingly almost inevitable consequences of 
the Forand bill are such that we urge 
the committee to reject the entire pro- 
posal,” 


AFL-CIO Chief Supporters of Bill 


But the AFL-CIO, principal support- 
ers of the measure, expressed the view 
that the absence of protection against 
heavy medical costs is “today the great- 
est gap in the security of older citizens.” 

Nelson Cruikshank, director of the 
AFL-CIO department of social security, 
urged Congress not to wait beyond next 
year to enact the proposed health bene- 
fits program, in view of the critically 


Combined Cos. Ready for 
Hawaiian Convention 


200 TO ATTEND AUG. 24-29 MEET 


President W. C. Stone Announces Pro- 
gram Features; Will Honor Gov. 


W. F. Quinn of Hawaii 





Over 200 executives and sales managers 
of the Combined Insurance ‘Companies, 
headed by W. ‘Clement Stone, have in 
store for them a combination of an an- 
nual business meeting and a “paradise 
holiday” August 24 to 29 in Hawaii, 
having qualified for the trip in a produc- 
tion campaign extending over several 
months, 

President Stone announced this week 
that “we are highly honored to become 
the first American organization to stage 
the first international and national con- 
vention in our 50th state of the Union— 
Hawaii.” In tribute to the new state the 
Combined’s convention delegates will 
honor Gov. William F. Quinn and other 
officials of Hawaii at a special “Night 
of Inspiration” event August 25 in the 
Kaiser Dome of Henry Kaiser’s luxury 
Hawaiian Village Hotels, situated on 21 





“acute” problems faced by tthe aged in acres of tropical gardens at Waikiki 
(Continued on Page 33) Beach. This is where all of the Com- 
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W. CLEMENT STONE 


bined’s convention sessions will be held, 
Mr. Stone announced. 

Highlight of the “Night of Inspira- 
tion” program will be addresses by Mr. 
Stone and Napoleon Hill, internationally 
known author and lecturer, whose for- 
mula for sales success is being used by 
the Combined Companies’ sales organiza- 
tion. They will address an expected audi- 
ence of 1,800 Hawaiians. 


The Program Outlined 


“We have planned two full days and 
two half days of business meetings to 
provide as much time as possible for our 
executives and sales managers to enjoy 
their stay in Hawaii,” said Mr. Stone. 

There will be full days of business 
meetings on Monday and Tuesday, Aug. 
24-25. These sessions will feature such 
subjects as the leadership of a sales 
manager, selection of salesmen, super- 

visory methods and techniques, ‘decision 
making and delegation of authority. 

A half day session on Wednesday, Aug. 
26, will be devoted to instructions on how 
to motivate salesmen. Finally a half day 
business meeting has been scheduled for 
Saturday, Aug. 29, 

“The holiday phase of our convention 
1as been planned to permit the Combined 
family to enjoy the full scope of the 
vacation features of the Hawaiian 
Islands,” Mr, Stone explained. For the 
women executives and sales managers, 
there will be a special program that will 
include fashion shows, hula lessons by 
native Hawaiian dancers, tours of lush 
gardens of private homes, shopping trips, 
and island-hopping tours. 

In addition to the United States, the 
Combined Group has extended its oper- 
ations to the international field, now 
doing business in Canada, Guam and 
New South Wales. 

Companies in the group include_ the 
Combined of America, Chicago; Com- 
bined American, Dallas; Hearthstone of 
Boston, Mass. and First National Cas- 
ualty, Fond du Lac, Wis. 





Zurich’s Meritmatic Plan 


Extended to Pennsylvania 


Zurich-American has extended _ its 
Meritmatic automobile plan into Penn- 
sylvania with a July 1 approval by the 
State Insurance Department. Head office 
personnel earlier conferred with sales, 
claim and underwriting staffs of the 
Companies’ Pittsburgh and Philadelphia 
branches to assure smooth introduction 
of the plan. Representatives from the 
New Jersey, New York and New Haven 
branches sat in on the Philadelphia 
meeting. : 

Pennsylvania is the eighth state m 
which Meritmatic thas been offered since 
its introduction in ,Michigan last Octo- 
ber. The other states are California, 
Colorado, Minnesota, Ohio, Oregon and 
Washington. 
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Study of American F. & C. 
Trucking Risks for Agents 


Following the American Fidelity & 
Casualty’s withdrawal from New York 
State and the consequent problems hav- 
ing to do with the disposition of its 
business, representatives of the National 
Association of Insurance Agents have 
completed a study of the market facilities 
available for long haul trucking risks 
with several leading stock agency com- 
panies in New York City. One of the 
prime considerations of the NAIA rep- 
resentatives was the preservation of the 
ownership of expirations placed with 
American Fidelity & Casualty by in- 
dependent producers. 

One major company, NAIA reports, 
indicated willingness to enter into a 
pooling arrangement in order to provide 
an over-all industry solution. Although 
some NAIA representatives are in agree- 
ment with this thinking, it seems ap- 
parent that no over-all pooling arrange- 
ment is possible at this time. A number 
of leading companies indicated that they 
would provide a market for the business 
on an individual risk basis for their reg- 
ular producers. 

NAIA representatives taking part in 
this study were: Archie Slawsby, NAIA 
president; Porter Ellis of the executive 
committee; Josiah O. Hatch, chairman 
of the casualty committee; Donald W. 
Perin and Roy H. McBean of the cas- 
ualty committee; William <A. Pollard, 
executive secretary; Lawrence F. Smith, 


research director and William M. Ander- 
son, promotion manager. 





Forand Bill Opposed 


(Continued from Page 32) 
financing the costs of hospitalization and 
medical care. 

Private health insurance plans, even 
those new policies developed during the 
past year especially for persons over 65, 
cannot provide adequate protection 
against the health costs of the aged, Mr. 


Allstate’s President Explains 
Deal With Markel Service 


In a tie-up with Markel Service, Inc. 
of Richmond, Va., the Allstate Insurance 
Companies have completed arrangements 
to insure truck fleet accounts for which 
Markel Service will provide safety engi- 
neering service. 

Judson B. Branch, Allstate’s president, 
pointed out that the new business will be 
insured subject to Allstate’s underwrit- 
ing requirements and according to the 
desires of the particular truck companies. 

Acquisition of this business will mean 
an estimated annual premium gain of 
$20 million doilars and is expected to 
make Allstate the largest truck insurer 
in the industry within a year, according 
to Mr. Branch. 

Under the Markel arrangement the 
business which qualifies for Allstate cov- 
erage will be insured as individual risks 
expire with their present carrier. 

“We believe our leadership position 
in the auto insurance industry and our 
countrywide network of facilities will 
enable us to provide outstanding service 
for this new fleet truck business,” Mr. 
Branch said. 

Markei Service, Inc. will continue to 
provide safety engineering service to 
the fleet accounts to be insured by All- 
state. This service also will be avail- 
able to Allstate’s other fleet accounts. 





Cruikshank stated. He further empha- 
sized: 

“The private insurance plans, whether 
nonprofit or commercial, have the in- 
herent disadvantage of relying upon cur- 
rent payments by the aged themselves to 
give them coverage. Even where some 
departure from this approach is at- 
tempted, as though policies paid up at 
age 65, the resultant costs are so high 
that protection is too limited and most 
aged persons are left under the ever- 
present risk of heavy medical bills which 
will sap their modest resources. 

“We believe that the evidence on the 
inevitable shortcomings of private insur- 
ance amply indicates the need for Fed- 
eral action.” 


GEN’L F. & C. NAMES PAPKE 

General Fire & Casualty, Chicago, has 
appointed Gordon R. Papke as special 
agent for central and northern Illinois. 
He is at present doing graduate work at 
De Paul University. 








Winners in Illinois Mutual L. & C. Contest 





President E. A. McCord (standing left) of Illinois Mutual Life & Casualty of 
Peoria, and Leslie K. Maupin, vice president and agency director (standing rear 
center) are shown in above picture with the two big winners in the company’s 
President’s Trophy Month Contest. They are French Beatty (seated left) and Don 


Harrison (seated right.) 


r. Harrison from Edina, Mo. won the master trophy for the second year in a 
row for largest first premium volume, while Mr. Beatty who is from Akron, Ohio, 
received the master trophy for the largest number of applications (121) writen in 
April. They each won a replica trophy for their state, and both were selected as 
outstanding new agents for the company. Mr. Harrison also received the outstand- 
ing new agent life trophy and Mr. Beatty the outstanding new A. & S. agent trophy. 
Illinois Mutual writes in 14 states, and over 1,500 agents competed for the 27 trophies, 
presented by President McCord at the dinner in June, held shortly after he returned 


from a trip to Europe. 


Geo. F. Elliott to Supervise 
Fireman’s Individual A. & S. 


George F. Elliott, who recently joined 
Fireman’s Fund and affiliates, will super- 
vise the Fund’s nationwide Individual 
policy Accident and Sickness operation. 
Mr. Elliott is concentrating his entire 
effort on the development of modern 
policies and merchandising methods for 


At present, he is visiting the com- 
pany’s departmental offices discussing 
the problems of each and seeking infor- 
mation as to what new policies and sales 
equipment are needed to meet the de- 
mands of local markets. 

A native of Centralia, Wash. and a 
graduate of the University of Washing- 
ton, Mr. Elliott came to The Fund from 
an association with one of the nation’s 
largest brokerage firms. In addition he 











The Fund’s present Health Programs has had several years of concentrated 
of Perception. experience in the Individual A. & S. 
1892 
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MR. BROKER: 


OUR BRAND NEW HOSPITAL-SURGICAL-MEDICAL 
PROGRAM IS READY FOR YOU TO SELL IMMEDIATELY !! 


NEW! 
FOR NEW YORK STATE RESIDENTS ONLY 
this 


VALUABLE FEATURE 


Your clients, individual or family whether 
standard or substandard risks, will have protection 
which THE COMPANY CANNOT TERMINATE BECAUSE OF ILL 
HEALTH AFTER IT HAS BEEN MAINTAINED IN FORCE FOR 
2 YEARS as provided in our new series of approved 
Hospital-Surgical-Medical policies. Take this 
opportunity and really protect your clients ona 
secure basis! 


GET THE FULL DETAILS FROM US TODAY ON THE 
FOLLOWING NEW PLANS: 


INDIVIDUAL HOSPITAL-SURGICAL PLANS-UNDER AGE 60 
* * * 


FAMILY HOSPITAL-SURGICAL PLANS-UNDER AGE 60 
* * * 


INDIVIDUAL HOSPITAL-OVER AGE 60 (NO AGE LIMIT) 
* * x 


CATASTROPHE $5,000 HOSPITAL-SURGICAL-MEDICAL 
PLANS INCLUDING PRIVATE NURSE FEES INDIVIDUAL 
AND FAMILY-UP TO AGE 65 

* * * 


SUBSTANDARD RISKS HOSPITAL-SURGICAL-MEDICAL 


PLANS-UNDER AGE 60 
* * * 


SUBSTANDARD RISKS HOSPITAL-SURGICAL-MEDICAL 


PLANS TO AGE 79 YEARS 
* 2 * 


INDIVIDUAL HOSPITAL-SURGICAL-MEDICAL PLANS- 
UNDER AGE 60 


Call or Write— 


"LOU" RAGGIO BARBARA BERNATSKY 


"FRED" BUMBY "BERT" CUNNINGHAM 


DYE Borains & Sion 


GENERAL AGENTS AND UNDERWRITERS 
“A Friendly Office” 


75 MAIDEN LANE, NEW YORK 38, NEW YORK 
HAnover 2-4044 






Member of New York City Insurance Agents Association, Inc. 
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Mutual- United of Omaha Gen’! Agents 
Hold Regional Meetings, Elect Officers 


school business, and 


New officers thave been elected to 
Mutual of Omaha and United of Oma- 
ha’s regional General Agents’ Associa- 
tions during the past month. 

In the region, Kenneth N. 
Brown was elected president while Leo 
McManus was named vice president. 
Mr. Brown is general agent in Baltimore 


eastern 





KENNETH M. BROWN 


and Mr. McManus holds the same post 
in Pittsburgh. The annual 
was held at the Thousand Island Club, 
Alexander Bay, N. Y. 

Speakers on the program included D. 
A. Long, New Haven, Conn., on Golden 
Anniversary policies; George B. Wright 
of New York City, on recruiting, train- 
ing, and retaining manpower; Jim G. 
Brock of Utica, N. Y. on new policies, 
and Gordon McCrown of Manchester, 
N. H. and Fred T. VanUrk of Philadel- 
phia on life insurance sales. 

Final sessions were devoted to the 
special products available through the 
companies, such as Group insurance, as- 


conclave 





Guardian Liberalizes Its 
Employes Benefit Program 


The Guardian Life of America has 
liberalized its employe benefit program 
for home office and field personnel, ef- 
fective July 1. Main feature of the liber- 
alization is the combination of basic 
hospital and surgical coverage and major 
medical protection in one contributory 
group plan, with a major share of the 
cost being paid by the Guardian. 

The basic plan provides $18 per day 
for hospital room and board, with an 
overall maximum of $558. Reimburse- 
ment ‘for other hospital services will be 
made up to a limit of $500, and the surgi- 
cal_schedule provides a maximum ‘of 
$375 for the more serious operations. 

The major medical plan provides a 
maximum benefit per illness of $7,500, 
with internal limits of $1,000 for surgery 
and $25 per day for hospital room and 
board. Certain changes have been made 
in the provisions of the plan to corre- 
spond to the policies now offered by the 
Guardian to the general public. Conver- 
sion privileges for both company per- 
sonnel and covered dependents are in- 
cluded. 

Other changes liberalize provisions of 
Guardian’s contributory retirement plan 
and the company’s non-contributory 
Group life insurance program, which 
provides coverage equal to twice annual 
earnings, up to a Imit of $50,000, 


sociation Group, 
sales ideas. 

This was the 15th annual convention 
of the Association which meets for the 
purpose of exchanging ideas among the 
nese agents on effective promotion of 

. & H. and Life as well as with home 
Bed personnel. 

A. H. Harris, Springfield, IIl., president 
of the National General Agents Asso- 
ciation of the companies, also attended 
the meeting and gave the cine ad- 
dress at the main banquet. J. Skutt, 
president of Mutual of Gece and 
Companion Life, attended the early 
sessions, before being called to a spe- 
cial meeting of the Health Insurance 
Association of America, of which he is 
the current president. 

Oakley Baskin, president of the In- 
ternational Association of Accident & 
Health Underwriters and assistant man- 
ager at Buffalo, N. Y. also attended ‘the 
meeting and gave an informal address 
on the aims and _ purposes of his 
organization. Mr. Baskin also pointed 
out immediate problem of the health 
& accident business in connection with 
possible Federal entrance into the hos- 
pitalization business through ‘the Forand 
Bill pending in the Congress. 

Outgoing officers of the Eastern Gen- 
eral Agents Association for this year 
were Chairman, William B. Haggerty 
of Syracuse, N. Y.; Board of Directors 
Members, D. A. Long and Fred Van- 
Urk. Arrangements for this year’s con- 
ference were handled by Mr. Haggerty. 

Lewis D. Ross of Chicago became 
president of the Great Lakes General 
Agents’ Association during that group’s 
meeting in Uniontown, Pa. Retained as 
secretary-treasurer was Herschel Lamme 
of Dayton. 

The Midwest region held their meet- 
ing at Lake Delton, Wisc. and named 
John Van Bloom of Lincoln, Nebr. as 
their new president; Jim Robb, Minne- 
apolis, vice president and S. B. Stottrup, 
Decatur, Ill., secretary-treasurer. 

Las Vegas was the scene of the West- 
ern Association meeting and the group 
called on Vince Anderson of Denver 
as its leader for the coming year. 
Nevada’s Bert Acrea was named first 
vice president, while Burt Johnson of 
Arizona became second vice president. 
Stoney Adams of San Jose, Calif. is 
treasurer of the association and Bill 
Toohey of Utah is the new secretary. 

Some weeks ago, John A. Moran of 
Wilmington, N. C. was elected president 
of the Southern Asssociation. 





STATE MUTUAL PROMOTIONS 





Tillson Underwriter Chief, Gardner Sr. 
S. & A. Underwriter; Miss Cencak 
Transcription Manager 

State Mutual Life of Worcester an- 
nounces two promotions in its home 
office sickness and accident department 
—Robert T. Tillson who has been ap- 
poinitted chief underwriter, and Robert 
W. Gardner who is now senior S. & A. 
underwriter. 

Another promotion is that of Rosanna 
M. Cencak who thas been named man- 
ager of the transcription department. 
Starting with State Mutual in 1943 as 
a clerk in its treasury department. she 
had advanced by 1954 to chief of the 
transcription section in the financial 
division. 

Mr. Tillson, an aerial gunner in the 
Naval Air Corps during World War II, 
graduated from Clark University in 1950. 
He joined Sitate Mutual as a sickness 
and accident underwriter in 1953, then 
was promoted to senior underwriter in 
1957. 

Mr. Gardner, 
Navy veteran, 


also a World War II 
joined State Mutual’s 


underwriting division as a life under- 
writer after graduation from the Uni- 
versity of Connecticut in 1952. The fol- 
lowing year he was transferred to S. & 
A. underwriting. 


Panel of A. & H. Leaders 
Examine Current Trends 


CONCERNED OVER FORAND BILL 


Views Expressed at Recent I[AAHU 
Convention by Messrs. Neal, Sommer, 
Cornett; Discuss Old Age Coverage 








A panel of key A. & H. executives 
examined the current status of tthe busi- 
ness and made far-reaching predictions 
at a lively panel discussion, during the 
IAAHU convention at French Lick. 
Panelists were Robert R. Neal, general 
manager, Health Insurance Association 
of America; Armand Sommer, vice pres- 
ident, Continental ‘Casualty, and William 
B. Cornett, director of S. & A. sales and 
service of The Prudential. Moderator 
was Robert Mitchell, vice president and 
executive editor of the National Under- 
writer. 

Consensus was that there is plenty 
to be worried about over the leftward 
drift of our government planners. Mr. 
Neal said that politicians think they re- 
flect opinions of the folk back home. 
There are 15 million people over age 65 
and ithis represents a tremendous voting 
block for such measures as the Forand 
proposals. 

Mr. Neal noted that President Eisen- 
hower has encouraged development of 
the voluntary insurance idea. “Forand 
type legislation would put the camel’s 
nose into the tent,” he remarked. 


Best Antedote—Get Out and Sell 


Mr. Neal said further, he ‘had seen 
net definitive tax estimates ‘to finance 
the Forand bill, public hearings on which 
was held this week in Washington. 
Existing tax laws will drain 9%—44% 
from employer and 414% from employe, 
by 1970 to finance social security. The 
best antedote, he said, is to get out and 
sell. Every person in the health insur- 
ance business should become active in 
politics. Not that he need campaign for 
office, but he should become aware of 
issues and the personnel who represent 
him, Mr. Neal urged. 

Mr. Sommer described the activities 
of his company and others in itrying to 
fill the void in old age coverage. “About 
70% of the over 65 group has now had 
an opportunity to buy coverage. There 
are some isolated areas where it is less 
available but nevertheless it is obtainable 
to mosit senior citizens.” 

URS 


Key to the Problem 


The key to the problem, Mr. Sommer 
said, was for companies to realize they 
must do the job without underwriting, 
in other words, on a quasi-group basis. 
A few companies will write health in- 
surance now at any age. He stressed, 
however, ithat this whole category of 
coverage is still experimental. 

He urged spokesmen of the industry 
to tell the public that Forand-type legis- 
lation will make commodities like bread 
more expensive. All social security is 
financed jointly by employer and em- 
ploye. Employers will pass all increased 
costs on to the consumer in terms of 
higher prices, he said. 

When asked about the low commis- 
sions paid on over age business, Mr. 
Sommer explained the companies have 
had no chance to “load” policy pre- 
miums during active ages to provide 
for the older age of a person. “Suddenly 
the companies were confronted with the 
necessity of getting into a market with- 
out a backlog of experience or expense 
margin to fall back on. This in part 
has necessitated the group approach 
and, in part, ‘has necessitated somewhat 
lower commissions. In a program of this 
nature all parties have ‘to give a little,” 
he pointed out. 


Cornett on Social Insurance Concept 


Mr. Cornett outlined the concept of 
social insurance, saying that its modern 
development dates from Bismarck. The 
total social tax load in Germany amounts 
to 25 or 7 of income. Australia also 
has a highly developed social insurance 
scheme, he added. 

He estimated a volume of 90% as a 
result of the introduction of Federal 





Getting Results from 
50th Anniversary Drive 


MUTUAL OF OMAHA PROGRAM 





Sales of its Golden Anniversary H. & A. 
Line Stimulated by Newspaper, Radio, 
TV Advertising Plus Agent Schools 





Mutual of Omaha announces that its 
Golden Anniversary line of health insur- 
ance is now available in almost every 
state. The plan, which is being intro- 
duced as a part of the company’s 50th 
anniversary this year, includes health 
and accident as well as hospital-surgical 
protection. The plan can be programmed 
as a single unit to provide all types of 
coverage or it can be sold separately 
to meet individual needs. The basic 
plans have a lifetime renewal safeguard 
provision and the income protection 
plans feature lifetime benefits. 

Two new innovations are a short-term, 
low-cost family income replacement plan 
and a policy designed to tie in with 
Social Security benefits. 

Sales Vice President Howard Dewey 
stated that the plans have been formally 
introduced on a local level by schools 
for all company agents. The _ schools 
have been held in the home cities of 
each for over 100 agencies. Conducting 
the schools are teams composed of a 
sales training director, a sales instructor, 
a senior underwriter and an advertising- 
public relations expert. About 5,000 
agents have attended these schools. 

Advertising Vice President H. C. ‘Car- 
den said that the schools have been 
backed up with a local-level advertising 
program timed to coincide with the 
schools. He explained that usually the 
plan was “kicked off” with a full page ad 
in the largest newspaper in the territory 
and then followed up with radio, tele- 
vision and smaller space newspaper ad- 
vertising throughout the area. He added 
that response to lead advertising on the 
plan had been “above that which was 
expected.” 

The first introductions which were held 
last August and most recently the teams 
held meetings for almost 600 agents in 
seven New York state agencies. 





Gt. Southern Extends Benefits 
To Employes to Lifetime Bases 


Great Southern Life of ‘Houston ‘has 
extended hospital and surgical coverage 
under its employe insurance plan to 
make the privilege of continued protec- 
tion on a lifetime basis available to all 
employes as they reach retirement age. 

Extension of benefits of the existing 
plan beyond retirement will apply both 
to salaried personnel and to agents in 
the field, enabling the Great Southerners 
to enjoy assurance of protection for 
themselves, their spouses and minor 
children. Present employes will contrib- 
ute a nominal amount each month to 
the company, from age 50 onward. 

A further provision of the extended 
benefits allows the widow of a retired 
employe who was so covered to keep up 
the protection for herself and minor chil- 
dren, by continuing the contribution. 


NORTH AMERICAN NAMES GAST 

Carol R. Gast has been appointed re- 
gional sales director in Omaha by North 
American Accident. Prior to joining 
that company, Mr. Gast was with Amer- 
ican Reserve and Northwestern National. 
As a football and baseball coach his 
Omaha teams won one state and 10 city 
titles over an 18-year period. 





hospitalization in Ontario. “The govern- 
ment program has left little room for 
supplemental hospital coverage which is 
the only thing insurance men can now 
write there.” 

Two referendums were held in West- 
ern provinces and rejected the idea of 
additional medical coverage on top of 
ithe compulsory hospital program by a 
vote of 3 to 'l and 6 ‘to 1, This shows, 
Mr. Cornett said, that: people are un- 
happy with government health insur- 
ance. Hopes, however, are dim that it 
will ever be rescinded, in his opinion. 
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Ci youselh m this picture 


The men already in the picture elected to take a 
practical path to better progress and increased 
earnings. They chose to attend the Aitna Agents’ 
Multiple Line Training School. 

What's in it for them? — and more importantly, for 
you! 

New skill in sales techniques, for one thing. Begin- 
ners and experienced men alike find in this highly 
regarded school many short cuts to better, more 
effective selling. And short cuts are important to 
men who are dissatisfied with their present earn- 
ings. 

But the chief goal of the AXtna Agents’ school is 
knowledge, the kind of knowledge that can make a 
success story out of what might otherwise be a rou- 
tine career story. Insurance problems have become 
increasingly complex. So much so that a formalized 
program of multiple-line instruction is no longer a 
luxury — it is virtually a necessity. 


you ndependent 
Insurance AGENT 


The seven-week course is divided into two segments 
of 214 weeks for personal lines and 414 weeks for 
commercial lines, which can be taken separately. 
Both segments are conducted by full-time instruc- 
tors, experienced in insurance and in the teaching 
profession. Latest type visual aids are employed 
and practical application is the theme of the entire 
course of study. All types of insurance — fire, ma- 
rine, casualty and surety — are analyzed as they 
apply to given risks. Modern broad form policies 
such as Homeowners, Comprehensive Liability and 
new criminal loss coverages are emphasized. 


There is no charge for tuition and all classroom 
materials are provided free. Agents of the A®tna 
Insurance Company and men associated with them 
are eligible for admission. Your A®tna fieldman will 
furnish detailed information, or you may write to 
the Educational Dept., A¢tna Insurance Company, 
55 Elm Street, Hartford 15, Connecticut. 


ETNA AGENTS SCHOOL STARTS 
SEPTEMBER 14TH 


AITNA INSURANCE COMPANY 
HARTFORD 15, CONNECTICU4 
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One of Fanny Brice’s cleverest acts 
was to call The Man from Equitable 


Fanny Brice’s wit swept her through comedy suc- 
cesses on stage, screen, and radio. Her wisdom led 
her, among other things, to call The Man from 
Equitable. Like many other famous entertainers 
she wanted not only continuous protection, but 
guaranteed funds that could be used for emergen- 
cies, retirement, and so forth. Today more people 





are buying this Living Insurance than ever before. 
And more people are hearing about it, too—on 
DOUGLAS EDWARDS WITH THE NEWS, Over the entire 
CBS-TV network. No wonder so many underwrit- 
ers enjoy being The Man from Equitable! ©1959 
The Equitable Life Assurance Society of the United 
States. Home Office : 393 Seventh Ave., N.Y. 1, N.Y. 


Living Insurance from EQUITABLE 
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